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All the World's a Playground..........0200se0e0e0: 20 


International Editor David Snook sizes up the world 
market and interprets the trends in various nations. 


Americans Squeeze Foreign Efforts................25 


Resident Critic Roger Sharpe explains that American 
manufacturers have practically eliminated Europeans 
from the domestic market. 


England's Jukebox WoeS.......0:20seeeseeeeenees 2D 


ASCAP thinks copyright rates across the Atlantic justify 
alterations here, and that amazes David Pierson. 


Operator Associations: Their Winning 
Ways are Spreading.........2ccceseeneneueeeneene WO 


State and local associations are getting things 
accomplished in their respective legislatures. Managing 
Editor Mike Shaw explains how some associations have 
made significant contributions to the industry. 


Sue Your Broker ........c0ccsenncuecnccncnesavenes OO 


lf you've lost money in the stock market and you think 
your broker’s at fault, you needn't take it lying down. 
Arthur B. Hollander explains. 
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COVER CREDIT: 


Exidy’s Graphic Artist Gary Johnson composed the 
cartoon collage entitled ‘‘“Games That Provide Realism.” 





From the Editor 





Though it may come as somewhat of a surprise to most of you, one out 
of every ten readers of PLAY METER lives and works outside the United 
States. Considering the fact that every major country has its own 
amusement machines publication, we are permittedly proud of that 
statistic. But, more pointedly, we are grateful—grateful that all those 
subscribers in foreign countries show continued support and confidence in 
our publication. 

Keeping that thought in mind, we address this issue of PLAY METER to 
all the operators, manufacturers, and suppliers in foreign countries who 
really should not be considered foreign at all, but rather industry brothers, 
who share similarly the problems and rewards of the entire business. 

We have, therefore, included here the stories of many nations’ efforts to 
build a successful coin machine industry, and have furnished, principally 
through the eyes of our International Editor David Snook, an overview o 
the European trade. Of particular interest in the Snook look is Michael 
Green, who, as our Coinman of the Month, is introduced to American 
operators. 

In his multi-faceted role as managing director of England’s Alca 
Electronics Ltd., Michael Green embodies the personality international. 
He participates in, and demonstrates an in-depth knowledge of, all phases 
of the coin industry, and his involvement on both sides of the Atlantic has 
furnished him the background to present an intelligent and most delightful 
statement of the interaction between American and European interests. 

Furthermore, our domestic editors have mulled over the British music 
operators’ struggle for survival and contributed some observations, and 
even critic Roger Sharpe, after his incisive review of some games from 
manufacturers abroad, offers an additional comment on the industry’s 
foreign relations. 

Keeping a watchful eye on the happenings in foreign countries broadens 
our perspectives and quite often reveals solutions to some common 
problems. It also serves to remind us that we learn not only from our own 
successes and failures but also from the accomplishments and tribulations 
of others. 

While our industry brothers in foreign countries look to the U.S. for 
innovation and stimulation, they concurrently return information that can 
furnish us new ideas. And it is precisely these open lines of communication 
which serve us all so well and to which this issue of PLAY METER is 
dedicated. 


Sa 


Ralph C. Lally Il 


Editor and Publisher 
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WALLEY 





the NEW BIG CAT — 


THE 
UE LEP —PROVES IT! 


Undisputed in quality, unchallenged in holding — and increasing — 
collections. For years, these have been built in assurances in any 
coin-operated table carrying the Valley name. The new COUGAR 
continues this tradition of value, service and acceptability, to make it a 
still better investment with a new enlarged cash box; a new color 

(a long-wearing laminate in attractive bird’s eye maple-like finish); and a 
50¢ push chute as standard. But the COUGAR’s greatest “plus” is the 
Valley name, a name which means a full commitment to satisfying the 
needs of our customers. This means leadership . . . this means Valley. 
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VALLEY FEATURES; 
VALLEY VALUES 


@ PUSH CHUTE COIN MECHANISM 
50¢ play standard; 
25¢ and 35¢ play optional 


@ DROP CHUTE COIN MECHANISM 
25¢, 35¢ and 50¢ play 


@ Full set of quality cast-phenolic 
balis, and four Valley-made 
cues included 


® Long-lasting cloth and 
professional gum rubber cushions 


Imported, precision-ground one-piece slate 
Durable, stylish chrome corners 
Easy-access clean-out door 

Four sizes to suit your needs 


THE VALLEY COMPANY 


Subsidiary of Walter Kidde & Company, Inc. on haaiene 8 
KIDDE CHAMPIONSHIPS 
P.O. Box 656, 333 Morton Street, Bay City, Michigan 48707 COLORADO SPRINGS 


"SUPPORT THE 
ALL-AMERICAN 
BCA 
8-BALL | 






















Soccer’ 
Tournament Soccer’ 






NORGES 


ae NATIONAL 
Tournament Soccer’ *k Ot * BORD FOTBALL 


Million Dollars MESTERSKAP 
as 4 UNITED KINGDOM 
IRISH ee TOUR 


*~ ~~ NATIONAL* * 


vd + DEUTSCHLAND 
CHAMPIONSHIPS + | *TISCHFUBBALL-TOUR 


BENELUX * x, 
TAVELVOTBAL-TOUR * 
* COUPE NATIONALE 
FOOTBALL DE TABLE 
SUISSE 


1979-80 World Foosball Tour 


ONE SOCCER TABLE DOMINATES THE WORLD. 


The first professional Million Dollar foosball tour in history. The $250,000 World 
Championships were a resounding success. Players from around the world competed 
intensely over a period of ten days for a shot at the title of ‘“‘World Champion” and a first 
place prize of $30,000! 


No other manufacturer spends so much time, effort, and money to create brand loyalty and 
brand demand as does Tournament Soccer. But as successfull and exciting as our 
promotions are, they could not continue to grow and widen in scope unless they ultimately 
accomplished one thing, and that’s more net dollars in pockets of the most important 
person in the coin industry— you, the operator. 


With that in mind, Tournament Soccer is proud to announce the 1979-1980 Million Dollar 


World Tour. 
TOURNAMENT SOCCER 
— More Promotions —More Players —More Table Revenue 
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In every flipper 


We are going into our third 
year in the vending business and 
never before. knew that PLAY 
METER existed. You need to 
pack one in every new machine, 
similar to Tide in the new 
washer. 

Also, a general business com- 
ment: Foosball needs some TV 
time. Any type of exposure 
would be helpful, such as pur- 
chased time (ads), or even having 
it worked into a plot. 


Russ Morgan 
A Z Amusements 
Harrison, Arkansas 


HELP! 


We are in dire need of 
schematics for the Fun Games’ 
BiPlane and are at a loss as to 
who to write to! We have a copy 
of Tom Howarth’s article about 
Fun Games’ BiPlane in your 
December 1, 1978 PLAY METER 
Update Edition. 

We understand that Fun 
Games is no longer in business 
and are hoping that you may be 
able to assist us in getting a copy 
of the plans. Any help you would 
be able to give us in this area 
would be appreciated. 


L.F. “Czer” Czercowy 
National Amusement, Inc. 
Honolulu, Hawaii 


[Ed.—Everything you need to 
know about BiPlane is available 
from Bill Bolton at Electronic 
Amusement Service, 35 Dorman 
Ave., San Francisco, CA 94124. | 


Redoubtable Roger 


Gary Stern in a letter to Roger 
Sharpe published in PLAY ME- 
TER Magazine has stated that it 
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is a conflict of interest to design 
games and then review the 
games of other manufacturers. It 
may be a conflict of interest, but 
the truth of the matter really is a 
question of whether or not Roger 
Sharpe is a man of integrity and 
honor. 

In the opinion of this writer, 
Roger Sharpe has all the honor 
and integrity in the world, and I 
believe that he would review the 
games of any manufacturer, 
whether he designed the game or 
not, with an unbiased and inde- 
pendent opinion. I also believe 
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Excellent 
Solid State 
Pins 

(Completely shopped 


and reconditioned) 


Night Rider...........000e000: 
Evel Knievel.........00e000085 
Power Play.........0s00eenues 
Eight Ball ..ccccsccncsancsuens 
Mata Hat]. a ccccsctisieccccwes 
Black Jak ticciicccctcevssvdwne 
Strikes & Spares...........005: 
Lost WONG 66 sonic hsb dense inn 


Close Encounters.......++s:0s5: 
Charlie’s Angels..........000: 
Solar Ride c46 osiccwcavivesaws 


We have a large selection of late electro-mechanical pingames. 
Call us collect for any coin machine needs. 


ADVANCE DISTRIBCTING COMPANY, INC. 


2820 North Grand Boulevard °« St. 
314-652-1600 


Roger Sharpe has done only good 
for the pinball industry. 

I think Roger’s reputation as a 
critic is just as important to him 
as his reputation as a designer of 
games. 


Louis Boasberg 
New Orleans Novelty 


[Ed.—Mr. Boasberg refers to 
“Critic Cornered” (PM, June 15, 
1979). In this issue, Roger 
reviews his game Sharpshooter 
and requests his readers to 
furnish the rating. | 














Louis, Missouri 63107 


Coinman of the Month 
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Michael Green 





Michael Green is the joint managing director of 
Alca Electronics Ltd., a manufacturing, distribu- 
ting, and operating company based in Oldham, 
Lancashire, England. 


His introduction to the coin machine industry 
came in 1957 in London, when he and his 
brother-in-law operated a coffee bar which was 
very much the vogue in the British capital at the 
time. Under some pressure to install a jukebox, the 
duo eventually allowed an operator to bring in a 
Seeburg, on sixpenny play. They were impressed 
with profits and decided to buy the phonograph. 


Subsequently, Michael began to operate juke- 
boxes himself, in coffee bars of friends and 
acquaintances. In a short time he built up an 
operation of twenty locations. 


At that point he met Cyril Shack of Phonographic 
Equipment (now Associated Leisure), a leading 
operating company. Shack persuaded Michael to 
sell his company to Phonographic and stay on to 


8 


work for it. Quickly, he built the route to 300 
locations. 

In 1959, Michael joined the sales side of 
Phonographic, and the company grew steadily. He 
became sales manager in 1965. 

He left the company in 1972 to join Geoff Ellis at 
Alca Electronics, a small manufacturing company 
employing thirty people and making arcade games. 

Together they built up Alca into a major 
manufacturer, distributor, and operator. 

Michael Green possesses a progressive attitude 
and is probably the best-known Briton on the 
international scene. He is a familiar figure at 
overseas exhibitions, particularly at A.M.O.A. and 
the Parks Show, and counts many friends on both 
sides of the Atlantic. His company manufactures 
large quantities of pool tables, arcade pushers, 
video games, and shortly it will be going into 
production on a solid state slot machine. Alca is the 
British distributor for Tournament Soccer, Grem- 
lin, Sega, Namco, and Nintendo. 
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PLAY METER: As a regular traveller to all the 
major exhibitions around the world, how do you 
view world markets for coin machines at present? 
GREEN: The market certainly shows a most 
healthy growth in terms of popularity, income, and 
reliability. The advent of solid state technology has 
not only produced more reliable equipment but has 
led manufacturers’ research and development 
departments to incorporate many features never 
before attainable in all types of coin-operated 
amusements and phonographs. 

One kind of machine which has probably played a 
dominant role in this growth has been the video 
game. With the working week in many countries 
now contracting steadily, it allows for more and 
more leisure time; and when this is added to the 
fact that money dropped into machines represents 
the finest value in entertainment, then you have a 
bright situation, one which indicates the coin 
machine business must continue to grow. 


PLAY METER: Would you consider the video 
game the greatest milestone in the industry’s 
recent history? 

GREEN: It introduced a whole new era in 
amusements and entertainment. It became an 
additional machine that could be operated in sites to 
expand the previous range of pieces. 

At one time the market was looking a little stale, 
with few new ideas. Then in 1972-73, video games 
provided a major breakthrough which rejuvenated 
the entire industry. In those early days it looked as 
though the video game would provide a serious 
challenge to the position of pinball as the world’s 
leading amusement device. But, for a time, the 
game was a dismal failure, mainly because most of 
the U.S. manufacturers just copied Nolan Bush- 
nell’s original game, and world markets became 
flooded with what was essentially the same game. 
When it became obvious to everyone what was 
happening—in the fall of 1973—and that video 
games were not what they were made out to be, 
many factories pulled out. Some even went into 
liquidation. In my opinion, Nolan Bushnell then 
took a great step forward by designing new games 
while keeping with his original concept. He was 
right and the world has seen the result, the 
phenomenal growth of Atari and other companies 
which at the time made the decision to pursue the 
development of novel and innovative video games. 

The video game has now become a standard 
operating machine which the trade buys in the same 
way as it does the traditional coin-operated games. 


PLAY METER: Do you see any future at all for the 
electro-mechanical game? 

GREEN: They are on a downward trend. But it is 
not just the video game that will replace them. 
There are other games incorporating solid state 
technology which are important milestones in 
themselves, such as the Namco Shoot Away, 


Nintendo Wild Gunman, and Kasco Stagecoach. 
These big arcade games have not only adopted solid 
state technology into their field, but also have 
helped considerably in increasing the price of play 
in amusement arcades. 


PLAY METER: Do you think that the average 
player is now prepared to spend more on games? 
GREEN: Yes, because of the play appeal and skill 
features incorporated into these new games. The 
novice player, through continuous play, is led to 
become a skilled player, which results in more in 
the cash box. 

Space Wars by Cinematronics was, I think, a 
forerunner of the concept of attuning the degree of 
difficulty in a game to the individual’s abilities, 
introducing at the same time the vector monitor. 


PLAY METER: How do you think the industry 
worldwide has coped with the servicing aspect of 
solid state equipment? 

GREEN: In the early days they did not cope well at 
all. Operators were leaning very heavily on 
distributors and factories to solve their servicing 
problems. However, the competitive nature of the 
operators in the industry is such that they soon 
realized that downtime was costing them a great 
deal of money, and that if they were to remain 
successful, they would have to learn to repair logic 
boards in-house as quickly as possible. The 
distributors and manufacturers played their part 
and helped operators by conducting seminars and 
also opening their logic departments to servicemen. 


PLAY METER: How do you view the growth of pin 
tables and jukeboxes in conjunction with this new 
technology? 

GREEN: It must be apparent to everyone how the 
phonograph has progressed. The strides that have 
taken place in the market have been tremendous. 
But a phonograph is still a phonograph, and 
therefore the advances are probably not apparent 
to the player of the box. He still puts his money in 
and listens to music. 

With pinball, however, the advances are much 
more obvious. The new technology has enabled 
manufacturers to create even more exciting games 
through faster play and more reliable equipment. 
Now, of course, the wide-body pinballs are quickly 
becoming very popular with players. 

Within the last four or five years many European 
manufacturers have appeared on the scene, but I 
still feel that the best pinball machines come from 
the U.S. 


PLAY METER: Why? 

GREEN: They have had more years of experience 
in game features and this breeds reliability, which 
is, after all, of paramount importance to the 
operator. While European pinballs are cheaper, 
with a few exceptions I feel European manu- 


“At one time the market was looking a little stale 
...then video games provided a major breakthrough” 
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COYOTE PASS 
A flashing blue light for 
heading ‘em off at the 
pass. It’s the action short- 
cut that’s always lit, al- 
ways 50,000 points with 
the attention = getting 
sound of the howling 
west. 













ACTION CORRAL 

Spelling out S-H-A-R-P lanes lights 
the lasso loop rollovers for extra 
oko) anelom ole) iahecm-lalemsbace-mer-llmZ-lielom caren 
fully uses Game Plan’s unique hold- 
over memory. The wild west kick-out 
hole stampedes bonus value to 2X, 
3X, 4X or 5X as well as awarding 
specials. 














BULLET 
DROP TARGETS 

Seven full action drop tar- 
gets mean bonus points, 
high scoring and multi- 7 
plier values up to 5X along Zam 
with special values with A | 
aalcmmarctcjallaleme-lanle\-iamilelale 
Player pleasing gun shots 
sound out the sharpest 
shooters. 
















GALLOPING 
SPINNER 

Return to those days 
of yesteryear with the 
[akeig<rel] 0)[omm-iol 0] ale samme) | 
hoof beats in a power 
packed spinner that 
means points and ac- 
cess back to the top. 



















TRIGGER FLIPPERS 
Itchy trigger fingers will de- 
light with super-charged flip- 
pers that rifle the ball around 
the playfield. Reverse shots, 
skill shots--they’re all pos- 
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RICOCHET 
BUMPERS 
Now, more than ever 
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GamePlan 











SHARPSHOOTER’S UNIQUE FULL 
ACTION MEMORY HOLDS OVER. 
S-H-A-R-P lanes, kick-out hole, 
multiple value, rollovers, specials, 
extra balls, lit spinner and out hole 
bonus multiplier. : 


e Improved integrated accounting system. 
e Self/diagnostic test system. 
ay NO | 105s) e- 10) (om (Omr- 1 mere) almere)nale)iar-tdle)atce 


a ont 10 801 (01 £0) ©) £0 101= 1-150) f 
system. — 
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SHARPSHOOTER “d 
BRINGS AN INDUSTRY L 
FIRST. For the first time in the 
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machine with a MILLION LIGHT for 

high score to date! It’s what the players 

want and the operators need to getmore . 
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GamePlan, inc. 


AN AES COMPANY 
1515 W. Fullerton 
P-Nofolksvo)a mum | amol@n nen 
Telephone 312/628-8200 





facturers have not been successful in world 
markets. Obviously, in certain localized markets 
they have gained ready acceptance. 


PLAY METER: Slot machines are a limited but 
nevertheless lucrative market. They are restricted 
to a few countries of the world. How do you see 
their future, both in the United Kingdom and 
overseas? 

GREEN: On the international side there is 
expansion, although it might seem slow. The 
advent of casino operations in New Jersey surely, I 
think, will lead to other U.S. states legalizing casino 
gambling over the next few years. 


PLAY METER: If slot machines are legalized in 
other states in the U.S., how do you think the 
industry would be organized? 

GREEN: It will probably be restricted to casinos, 
with the establishments owning their own 
machines. It won’t be as it is in Great Britain with 
machines going into street locations and operators 
becoming involved. 

I must make it plain here that in this country the 
operator does not own his locations. He installs 
machines into other people’s premises on rental 
agreements. | 


PLAY METER: How does the British system 
work? 

GREEN: It is the most well organized system for 
the operation of slot machines in the world. 

The government has set up a Gaming Board run 
by civil servants to police the industry. They have 
to grant licenses to operate after carefully 
investigating the background and character of the 
applicant. Once he has his license he may operate 
one or both of two types of machines. There is the 
club machine, as it is known, and the a.w.p. The 
club machine offers big jackpots, limited by 
common consent in the manufacturing trade to a 
hundred pounds; they are placed in casinos and 
private drinking clubs all over the country. The 
a.w.p. (amusement with prizes—a legal term here 
to differentiate between the two as one being hard 
gambling and the other petty gambling) can only 
pay out fifty pence ($1) in cash, and the same 
amount in tokens which are exchangeable for drinks 
over the bar, or cigarettes, food, etc. Both 
categories of machines must be operated under a 
legal rental contract with the location owner. 
Sharing profits is strictly illegal. 


PLAY METER: Do you think that operators in the 
U.S. should campaign for a similar system in their 
country? 

GREEN: Yes. We have one government here in 
Britain covering the four countries: England, 
Wales, Scotland, and Northern Ireland; but in the 
U.S. each state has its own laws, particularly with 
regard to the operation of coin machines. I think the 
A.M.O.A. should take a strong stand on this. They 
should work to create a situation where legalized 
gaming by means of machines in street locations is 
permissable. The thought is not so dreadful. It 
would open up to the average American operator a 
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No matter what the game, 
we're adiways 
on the ball 


Games . Service . Dependability 


C.A. Robinson & Co. 


2301 West Pico Biva. 
Los Angeles, California 30006 


(213) 380-1160 


The World is 
our Market 


The industry’s largest 
worldwide distributor 
of coin-operated 
amusement equipment 


Mondial 


Commercial Corp. 


Empire State Building, 350 Fifth Avenue, 
New York, N.Y. 10001 ( 212) 947-5659 
Cable: ‘‘Mondinov New York’’ Telex: 421810 





whole new world, a whole new business to 
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new! Greenwald dee the British and the Germans have 


proved that it can work quite happily, if strictly 


comet coin ch ute controlled to keep prizes at a level where there is as 
: a much an element of amusement as there is one of 
with switch... y 


gambling. The British Amusement Trades Associa- 

tion—as it was in the old days, and which is now 

called the British Amusement Catering Trades 

. Association—worked very hard in the 1950s to 
alas bring about our system. The fact that we have 
an appliance or legalized slots working in this country without the 
vending machine organized crime that people in some countries 
when money is _ automatically connect with it, is in no small 
ae oe | measure due to the work the association did, and I 
lagiions 250 56h 50t, 60 don’t see why the A.M.O.A., through its state 
75¢, $1.00.@TRI-COIN and “gie@SOP ns | associations, should not do the same thing. Our 
“stack” coin chutes avail- SY aye See 05°S B.A.C.T.A., of which I am a national council 


able. @ Fits standard coin 7 Eee member, still works very closely with our Gaming 


chute opening. @ Highly : 
polished heavily plated Board to see that the trade is regulated properly. 


casting and slide blade for = . 
longlasting good looks. @ Full Lo PLAY METER: How do you see the strength of the 
ieee eh dn eda NN. 2 7 British market at present? 
Sieetico fi tae ae ie | GREEN : The whole market is based rap slot 
Can. bs wWiséd ta Giseiwald's WJ machines. When the slot machine was permitted in 
Solenoid operated time accumulator the British pub under the 1960 Gaming Act, the 
mechanism , Model 5000P, to provide a timed service sales of other types of equipment increased pro 
of an appliance or machine. rata. We now have the most balanced coin machine 
industry in the world. 

ept. P The opening of pubs to slot machines meant a big 
1340 METROPOLITAN AVE., BROOKLYN, N.Y. 11237 * TEL. 212 456-6900 boom in the sale of phonographs and pinball 
TELEX: 1-2281 CABLE ADDRESS. GREENCOINS NY machines. 

The introduction of the pool table and the video 
game in the early 1970s was also a big milestone. 
The first pool tables came from Rene Pierre’s 
factory in France in 1971. By mid-summer of 1972, 
it was obvious that the market was so large that the 
demand would never be satisfied by the French 
company. The U.S. manufacturers were quick to 
realize a vast potential for Great Britain and started 
making frequent visits to line up distributors, 
including ourselves. U.S. tables then started to 
arrive in large quantities. There was one big 
drawback in those early American tables. They 
were too big for British pubs, and their ball and 
pocket sizes were too big; and they did not prove as 
popular as those built by the French, nor those 
made by the Italians who were also sending tables 
in by that time. These views were passed back to 
the U.S. factories, but most of them adopted the 
attitude that the British were wrong and that their 
tables would soon dominate the market. I can 
remember in 1974, PLAY METER’s International 
Editor writing an article to that effect, predicting 
that the British manufacturers who were all very 
small at that time, would eventually dominate their 
own market unless the Americans changed their 
attitude. He got into some hot water from 
American readers, but he was quite right as it 
turned out. 









Now more 
than ever, 


Play Meter, 
the magazine 
operators read 
and believe in 













(Independent, 


honest, and un biased) | PLAY METER: Was it at this time that your own 


company became involved with the manufacture of 
pool tables? 

GREEN: Yes. Because of the growth of pool tables 
it became obvious to me that Alca should become a 
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“I think it is very important for a manufacturer 
to have his own operation as well” 


manufacturing company for pool tables, making a 
table that the British players would use. Having 
sold a large number of U.S. Billiards tables, and 
having developed a close relationship both in 
business and socially with Al and Dick Simons and 
with Len Schneller, I had to make them aware of 
our plans. Their reaction amazed me inasmuch as 
they made a most magnanimous gesture in asking if 
they could assist us in any way. In those early days 
they gave us invaluable help in setting up our pool 
table line. | 

It is interesting to note that now very few, if any, 
American manufactured pool tables are sold in this 
country. Yet the market stands at about 45,000 
tables, mostly by British manufacturers. While it 
could be argued that there is a price advantage in 
tables manufactured in Britain and Europe, it is 
doubtful whether many of those companies would 
have set up if the Americans had listened to us in 
1973. 


PLAY METER: You have recently taken a major 
step for your own company in becoming the British 
distributors for Tournament Soccer. How does that 
fit in with your role as a major manufacturer of pool 
tables? 

GREEN: After the dismal failure of video games in 
1973, they re-emerged in the fall of 1975 in this 
country, and we felt that they would be appropriate 
for street locations. The first steps we took were to 
place games in pubs, of course. The income from 
these machines was most encouraging, but we were 
concerned about the fact that they might affect the 
income from pool tables and slot machines. If that 
had been the case there would have been little point 
to installing them at all. It soon became apparent 
that the video game was an independent profit 
center in its own right and it did not affect the 
income from other coin-operated machines. The 
players had more money to spend on other types of 
coin-operated entertainment—it was as simple as 
that. 

Over the past couple of years I have watched 
with keen interest the growth and development of 
Tournament Soccer in the U.S. and became very 
friendly with Lee Peppard and Cal Rogers. Last 
year we purchased a small quantity of Tournament 
Soccer tables and put them in sites we operated to 
see if the experience of the video in 1975 could be 
repeated in 1977. The games proved to be fairly 
popular, and it was obvious to me that if we could 
latch on to Tournament Soccer its future in this 
country could be most healthy. 


PLAY METER: How does Tournament Soccer 
affect your pool tables? 

GREEN: It appeals to a different type of player 
who does not play pool but who enjoys the 
excitement of the table soccer game. 
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PLAY METER: Do you regard the potential of 
Tournament Soccer or of foosball in general to be as 
high as that of pool? 

GREEN: In Britain, yes, but only for Tournament 
Soccer because it is marketed differently. Without 
the promotional back-up it is just another table 
soccer game. Continued competitions are vital. 
They add incentive to play the game, introduce a 
more competitive spirit and the rewards of trips to 
the major U.S. competitions are a big attraction. 


PLAY METER: What are you currently making 
yourselves? 

GREEN: We are making pool tables in three 
models: nine feet by five feet, seven feet by four 
feet, and six feet by three feet—all operating on 20 
pence play (40 cents). We have just completed a run 
of Space Attack games, which are Invader games, 
and we are about to start building Gremlin’s Head 
On. We make them under license from the 
manufacturers. 


PLAY METER: In addition to that you distribute 
and operate. How do you relate manufacturing with 
operating? 

GREEN: I think it is very important for a 
manufacturer to have his own operation as well. 
First of all, you become aware far more quickly of 
any design weaknesses in your game, and, through 
keeping in touch at player level, you are able to find 
out far more quickly what the players would like to 
see in equipment. Add to that the fact that the 
backbone of the coin-operated machine industry has 
always been the operation of machines. 


PLAY METER: How big is your operation? 

GREEN: It is now 500 pieces, which is something 
we have achieved in two years. Our growth was, by 
many companies’ standards, slow. There is a reason 
for this: we wanted to make sure that at all times 
we were able to keep a very tight control of the 
operation, especially with regard to servicing and 
monitoring income to decide what machines should 
be changed on location. As a result, we feel we are 
probably giving higher returns to our location 
owners than other operators. We are now set for a 
very rapid and sizeable growth within the next 12 
months. With the addition of Tournament Soccer, 
of course, it will mean an even more rapid growth 
than would have otherwise been the case. We 
operate pool tables, video tables, and Tournament 
Soccer tables. We are a specialized operating 
company and because of this we are able to give an 
intensive valeting service on our equipment. All of 
our pool tables have a complete valet once a week, 
including ironing the cloth and cleaning the ball 
runs. On video games and Tournament Soccer 
tables, we valet once every two weeks. A clean 
machine runs better and earns more money. The 
players respect them far more than if they were 
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faced with a dirty machine that does not function 
properly. As we expand the operation we intend to 
expand our valet service proportionately. 


PLAY METER: Why don’t you operate slot 
machines, pin tables, or jukeboxes? 

GREEN: You have to have a Gaming Board license 
to operate slots and pinball. We do not hold one. By 
not operating this type of equipment and also 
phonographs we do not come into competition with 
our trade customers on location. We find that in 
most instances we can work alongside most 
operators without fear of them poaching our 
locations. 

In this latter respect, we adopt a somewhat alien 
attitude to the rest of the trade. If an operator 
poaches some of our sites and is successful in 
keeping them, which can only be by “cut-price” 
terms—which is in our eyes sheer lunacy—we don't 
react by trying to take two of his for every one he 
takes from us. I don’t feel this is the way to build an 
operation. Because of our marketing efforts, we can 
expand without that kind of tactic. The “cut-price”’ 
operator is only fooling himself in the long term and 
will not have the necessary funds to re-invest in 
new equipment as regularly as we can. Most 
location owners and brewery customers recognize 
this fact and it is extremely rare that we do loose a 
location. Nearly the entirety of our operation is in 
managed houses—that is, pubs or taverns owned 
directly by breweries—and it is this type of location 
that forms a large proportion of the British 
single-site operating trade. 


PLAY METER: You have, of course, your own 
arcade as a company. How does this fit into your 
operating policy? 

GREEN: The arcade market in this country is 
different from single-site operating in pubs. It is a 
separate division within the company, one we plan 
to expand, and it is, at the same time, a testing 
ground for prototype machines, since, of course, we 
manufacture machines not just for street locations 
but also for seaside amusement arcades and town 
arcades. 


PLAY METER: How do you see Alca’s future role 
in the British industry? 

GREEN: Through our research and development 
department, we at all times are making prototypes, 
and we are introducing a very novel approach to 
coin-operated pool tables. It is a snooker-pool table 
on which either game can be played. Location 
testing has shown that there is a very ready market 
for this type of table. It will also enable us to 
increase the price of all pool play, for we feel that 
pool is still being operated by the majority of people 
too cheaply. 

We are also launching this fall our own slot 
machine, which has been in development for over 
two years. A prototype has been on test for twelve 
months in a street location. We feel that Alca, as a 
British manufacturer, must play a role in the 
development and sale of slot machines, not only for 
the British market but also for consumption in the 
export field. PM 
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All the world’s 
a playground 


“Local conditions, 
fiscal problems, 
warfare, and quake 
frequencies all affect 
the market, 

bringing the logical 
conclusion 

that it’s different 


everywhere” 
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I don’t know who, or when, or 
where, or why, but someone must 
have coined the phrase “It’s a small 
world.” Our unidentified philosopher 
was indulging in sweeping generali- 
ties, for it’s far from small in every 
respect. 

For the coin machine business, it’s 
becoming larger every day, a 
reflection no one would dispute, one 
which always puts me in mind of the 
current ad run by Mondial showing a 
map of the world and a slogan to the 
effect that it displays their distribution 
area! 

So where is the trade going? Just 
how big is the market? What does 
Mr. International Joe Soap play on? 

The guy who’s got the answers 
doesn’t exist in the coin machine 
business or he would have it all to 
himself by now. 

We know that Germany is the 
biggest market for four-player pinball 
machines, and that four-players are 
also strong in Italy and France. We 
also know that the British prefer 
single-player games. But in countries 
like Spain, the preference is spread 
among all player models. 

Every country has its preferences. 
Local conditions, fiscal problems, 
warfare, and quake frequencies all 
affect the market, bringing the logical 
conclusion that it’s different every- 
where—and that doesn’t help. 

Nor do localized attitudes. Why 
don’t the Americans, for example, 
stop treating slots like a slightly/un- 
savory black sheep of the coin 
machine business and grab the 
opportunity to add a major line to 
their machine range? Why do the 
Germans permit a situation where 
they are allowed a couple of slots per 
arcade and thereby must partition off 
their arcades into a maze of 


By David Snook 


individual arcades to get around the 
law? Why don’t the British kick out 
the crazy law that insists that a pinball 
machine is a gambling device? 

It’s the same everywhere; no one 
quite knows why things are as they 
are—it’s just, the way it’s always been. 
In short, everyone’s inscrutable 
except us—and us is whoever’s 
saying it. 

But to be practical, the coin 
machine business has never been 
healthier at the international level. 
The U.S., Europe, and Japan 
remain the giants in terms of 
consumption, but a dozen years ago 
Japan was rather as the oil-rich 
Middle East is now: plenty of 
potential but no application. 

Today, there are an estimated 
200,000 Space Invaders machines in 
play in Japan. Special centers have 
mushroomed, containing nothing but 
Space Invaders, and it is projected 
that the country will have about 
500,000 of them in action by the end 
of the year. Press reports indicate 
growing fears among parents and 
teachers about the numbers of kids 
playing hooky to spend their lunch 
money on Space Invaders. And after 
Space Invaders it will be something 
else. 

But Japan is just one spot on the 
map. What of the sleeping giants of 
China, India, and Russia? China is 
the big mystery, but with a lowering 
of the hard line trade approach there, 
who knows? We can remember in 
the early 1960s a dozen enterprising 
British manufacturers taking a small 
exhibition to Moscow. The Musco- 
vites queued up in thousands to play 
the games, but the experiment was a 
failure because the manufacturers 
spent a couple of years beating their 
heads against the Kremlin’s red tape 
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trying to follow up their enthusiastic 
reception. Times can change, but 
people’s taste for games apparently 
doesn't. 

The non-Iron Curtain/third world 
countries are the best bet for 
immediate growth, it would seem, 
although even the Communist coun- 
tries now have a fair intake of games 
for their resorts with international 
appeal. India takes a share of the 
second-hand market and so do some 
of the African countries, although 
political problems and currency 
restrictions make them less appeal- 
ling. In countries like Spain and 
Brazil, local companies are springing 
up to make games where importation 
is banned. 

But there are still the odd ones, 
the countries where a coin machine 
of international appeal fails for no 
accountable reason. Phonographs 
have never done well in Scandinavia 
or in Italy, but no one knows why, 
except in the case of Italy it is 
probably problems with the national 
economy. 

Games seem to be the only 
winners, video games, that is. Apart 
from Germany not liking war 
themes, it seems possible to operate 
just about anything in video just 
about anywhere in the world, 
provided, of course, you take heed 
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of business conditions such as 
currency and import restrictions. 

People love to play games. They 
love to drive cars, even simulated 
ones; they love to gun down enemies 
(except in Germany); they love to 
knock down walls, juggle balls, 
bounce on see-saws, etc. 

If you think about it, the whole 
thing tends toward an air of violence, 
but then, it’s a violent world, and for 
every psychologist who will tell you 
that’s bad for you, there’s another 
who'll say it acts as an escape 
mechanism for everyone’s violent 
tendencies and is therefore benefi- 
cial. 

Either way, people like the games 
and it is to provide a means to that 
enjoyment that the whole industry 
exists. 

What of slots, that shady subject 
that gets Americans so neurotic they 
ushered them indelicately into their 
own desert to hide them from the 
neighbors? The Germans and the 
British have proved that slots can 
work. So have the Australians, the 
Dutch, the Danes, Swiss, and 
Austrians. 

For slots, international markets are 
opening, but slowly. Generally the 
world is beginning to come around to 
the thinking that perhaps, just 
perhaps, the game can be controlled. 
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Perhaps they are conscious of the 
lucrative taxes that can be gathered 
in this way—at a time when every 
country is desperate for new sources 
of indirect taxation. 

New Jersey saw the point and as 
far as we know it has not yet 
descended into anarchy. There are 
indications that the conservative 
French are coming around to more 
positive thinking on the subject with 
some experiments with token pay- 
outs. The Japanese allow them with 
tokens, but the tokens have to be 
replayed. 

Slots are coming. But slowly. 

To summarize, it could be fair to 
point out that where countries have 
opened up to coin machines, that 
occurence seems to be coincidental 
with that country becoming more 
Westernized. When they get their 
cars, television sets, and washing 
machines, and when they get around 
the rest of the world on lower air 
fares, they develop a taste for what 
some people call the “better life” and 
which the conservationists and “back 
to nature” addicts look upon de- 
meaningly. 

Either way it seems to be the key 
to the world opening up more and 
more to coin machines—and adding 
its little piece to making all the world 
a playground. PM 






’S. 
DOUBLE-UP Feature Makes 
Your Profits Double Up!! 


Uouble~Up 


PAYOUT TYPE 


PLAY METER, August, 1979 








G 


Oe alts 


wide-body 
(oF 1F- Cog Com (eq (fe) ab: 





Wiliams wide-booay, 4-player pinball game 
STELLAR WARS 


Now Williams ventures into outer space with the most action-packed F 
wide-body ever made! STELLAR WARS puts pinball power on another 7 Exclusive . 
plane and sends excitement careening with electronic energies only ‘“Sweep-Sound’”’ Option 


Williams could command! Fast playfield action is enhanced by the 


unique Williams “sweep-sound” option, increasing in frequency as let- e migelaimiale macecele-lininliace 


ters are lit, rocketing players into a speeding orbit of sound and light! 
























‘“‘Center 4 Station’ 


Fires Multiple Bonuses! 


Earn Bonus Multipliers when 1-2-3-4 are 
taken by storm! Or get Bonus Multiplier when 
S-T-E-L-L-A-R or W-A-R-S is spelled out! 


Sire hy, 





Trigger Jet Bumpers 
and Spinners! 


STI 


Rendezvous with jet bumpers and they'll 
; beam out 100 points when unlit, 1000 points 
be when lit and 2000 points when flashing! Side 
y bumpers keep action zooming! A calculated 
flick of the wrist can send spinners into dizzy- 


ing flight, scoring 100 points when unlit and 
1000 when lit! 





Collide with Captured Ball! 


Strike the captured ball when lit, send it spiral- 
Seva; ing in the ball pen and rack up a letter! 













Activate “Battlescope’”’! 
<neN Light S-T-E-L-L-A-R W-A-R-S and “Battle- 
<a scope’, the action center, explodes into a 

blinding display of frenzied lights. Ignite 

“Battlescope” too by knocking out all drop 

targets in any of 3 key target areas. 





For service (only) call Williams 
toll-free at 800/621-4765 
In Illinois call 800/972-7898 toll free 





Height: 6912” « Depth: 52” « Width (cabinet): 29” 
Width (backbox): 30%” Weight: 250 Ibs. 


The Hot One! 


Instruction manual in game. 
Other coin combinations available. 


ELECTRONICS, INC. 
An XCOR International Inc., Company 
3401 N. California Ave., Chicago, IL..60618 
Cable Address: WILCOIN, CHICAGO 
AVAILABLE FOR IMMEDIATE DELIVERY 
THROUGH YOUR WILLIAMS DISTRIBUTOR 


, 
| 


Lip 
fi ; 
we > 
ry 7 . 
% 

: f 
‘ { 
w if 
wz : 
sy i 
a 
: 
e f 
BS ; ; 
fs ' 
5, ) 
. 4 
| 
§ t 
sf | x 
Pe, 
t: 
Si 
7 
Ps 
C % 
A) 
- > 
&y 4 

ae 
* 





The coin slots may call for foreign currency, but the machine is pure American. 


Americans squeeze foreign efforts 


Atari, Bally, Gottlieb, Williams, 
Stern, and now Game Plan. Strange 
names to begin an article on foreign 
pinball machines, but six good 
reasons why the import market has 
fallen off so dramatically during this 
calendar year, 1979. There just isn’t 
the room that there used to be for 
machines to fill in the gaps, since 
there haven’t been that many gap 
periods. Production levels have 
increased, and slowly the market is 
finding itself flooded by available 
models. 

Part of this is obviously due to the 
number of manufacturers, a fact that 
came clear through my experience 
with Game Plan and its continuing 
effort to become entrenched in the 
pinball market. Its only saving grace 
as a new company was the reputa- 
tion it had earned with its sit-down 
games and the success generated 
from these products. 

But take a look at the Astro 
Games phenomenon, and you get 
an idea of how difficult it is to tap the 
market and get any stable customers 
for product. Even Atari has had its 
problems, but less so from a market 
standpoint and more because of 
technical difficulties it has en- 
countered since it entered the 
pinball business (which is unfortu- 
nate, since rumor has Superman, a 
sensational game, being the victim of 
a shorter production run than it truly 
deserves). Add to this the remarkable 
growth and outstanding performance 
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of Stern and you can get an idea that 
the environment hasn’t been condu- 
cive to additional companies, let 
alone those from across an ocean 
where reliability and parts are a 
problem as well as full distribution 
capabilities. 

In some ways this is unfortunate 
since there are contributions that 
could be made by many foreign 
manufacturers—for example, the 
Playmatic machine reviewed last 
month, Antar, which featured a true 
innovation—the combination of drop 
targets and memory. 

But you probably won't see this 
game on these shores in the numbers 
that would allow it the impact it might 
ordinarily garner. And lest anyone 
think that nothing is going on in 
Europe or Japan, he need only go to 
the major conventions to see their 
games and how far they have 
evolved as solid state becomes more 
entrenched in the production sche- 
dules. 

While most design innovation is 
being accomplished domestically, the 
Europeans are falling farther and 
farther behind. It is a trend that has 
always been the case, but the 
separation is probably greater than it 
ever has been. Seemingly, the 
audiences here are getting more 
sophisticated, faster than in other 
countries, from a manufacturing 
direction alone. 

However, even this factor carries 
some extra impetus due to easier 


controls on gambling equipment in 
Europe. Suddenly, the industry 
trend there has gone full cycle, back 
to the days of the Thirties. We have 
an influx in game shapes—the 
sit-downs and wide-bodies—with 
many efforts to tap the ever growing 
pinball love affair that’s happening 
everywhere. But along with this has 
come the refinement of yet another 
off-shoot—the bingo pinball ma- 
chine, which has such manufacturers 
as Recel making these types of 
games, not to the exclusion of its 
novelty pins, but with the idea that 
the gambling games can earn better 
return in those areas which enjoy 
lenient legislative attitudes. 

Now, whether this trend moves to 
the U.S., only time will tell, although 
a general feeling is that this will take 
far longer to happen than anyone 
might think. And so it is that Europe 
marches to a different drum. 

Still and all, much of the pinball 
progress everywhere has been tied 
into the electronic pin, and that fact 
has caused some companies to lag 
further behind. If you accept the fact 
that any growth is going to come 
from either Spain or Italy, which 
continue to dominate the foreign 
market, one need only look as far as 
Playmatic, Sonic, Recel, InterFlip (a 
rather new company), and Zaccaria. 

Universal of Japan which featured 
Hercules (the little one) at last year’s 
AMOA, presented a decent game, 
but it was an_ electro-mechanical 
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machine. There were some nice 
design touches, but really nothing to 
compare with the likes of a Flash, 
Kiss, Hot Hand, or even Totem. And 
elsewhere from the Orient, Sega 
hasn't been heard of with any pin 
games since their gimmick “moving 
playfield” on the single-player called 
Millionaire. 

So you wonder whether the 
foreign manufacturers really think of 
the American player as being a viable 
customer for their equipment. I don’t 
think they do, and so are willing to 
concede this marketplace with the 
hope of garnering a bigger share of 
business closer to home. Unfortu- 
nately for the foreign manufacturer, 
the reverse isn’t true. So many 
American producers still send out 
container loads of test pieces to 
gauge how Europe will like the next 
great game. Even from a design 
standpoint, the European player is 
considered, with some features and 
board layouts forsaken because the 
French or Germans won’t play that 
particular game. 

The problem stems from the fact 
that there is little to nothing in the 
give and take department. In point of 
fact, the American manufacturers 
have the best for all worlds, while the 
foreign producers can only rely on a 
far more limited marketplace and 
must depend upon the willingness of 
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both distributor and operator alike. 

So it is that I can luck out in a small 
town outside of Florence, Italy and 
run across the likes of a Nordamatic 
machine from Balogne. Have I seen 
anything since from this manufactur- 
er? No. And unless I head back to 
Italy I probably won’t. And how 
many other manufacturers out there 
fall into the same category of a 
limited market and a limited chance 
to see if their products are really 
worthwhile. 

What will the solution be for the 
foreign manufacturer? Well, probably 
to keep on innovating and to wait out 
the U.S. surge in both manufacturing 
and the number of companies. The 
ever-increasing number of locations 
available for equipment will lead to 
an increase in the number of quality 
manufacturers that can supply vari- 
ety and value in machinery. In the 
meantime, we on these shores will 
have to limit ourselves to those major 
conventions that feature intrepid 
foreign game manufacturers showing 
off their wares. Hopefully, their 
number will not diminish. Ihere is 
ample room for everyone in the short 
and long run. 

But further understanding the 
changing market will go a long way in 
helping to realize what the future will 
ultimately hold. After all, we can 
learn a great deal from the foreign 


pinball manufacturer. Flash, with its 
return to a center access shooter, 
which had been used long ago by 
Bally on 4 Million B.C. as well as 
other games, was used without 
fanfare and much notice by Play- 
matic on its Rio and Carnival 
games a short time back. Even Recel 
and Sonic have shown some fairly 
dramatic things on their games that 
have yet to be integrated into the 
U.S. game design on recent, as well 
as upcoming games. 

So there are vast resources to be 
culled together for anyone willing to 
learn from whatever the sources may 
be. The lesson is to not ignore the 
foreign game-maker, but to closely 
study what they may, or may not be 
doing. One has to go beyond the 
single-player, solid state games, even 
some of the last remaining electro- 
mechanical efforts, as well as those 
knock-offs of successful domestic 
games, and glean the few bright 
points that are always apparent once 
you take the time to look. 

Lack of reliability, parts, and 
proximity, as well as distribution will 
always be detrimental to the domes- 
tic marketplace for foreign equip- 
ment, along with the higher prices 
necessitated by importing the pieces, 
but who knows, maybe even these 
things will change over time. Only 
time will tell... PM 
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England’s jukebox woes 


(Why it’s foolhardy to use British standards 
to increase American royalties) 


By David Pierson 





When the jukebox industry ap- 
pears before the Copyright Royalty 
Tribunal (CRT) in January for a 
review of the jukebox copyright rate, 
operators can expect to hear a lot of 
gabble about the copyright fees 
operators in some countries are 
paying. 

The performing rights societies 
(ASCAP, SESAC, and BMI), to- 
gether with the CRT, have already 
sent out signals that one of the major 
points of discussion during the rate 
hearings in January will be the 
copyright rates in some foreign 
countries. 

The general feeling is, as Bernard 
Korman, ASCAP’s general counsel, 
puts it: “If European operators are 
capable of paying licensing fees of 
fifty to one hundred dollars, then 
American businesses ought to be 
capable of doing so.” 

One can easily see why a federal 
body such as the CRT would be 
influenced by an argument such as 
this. ASCAP’s position smacks of 
supra-Americanism: The United 
States shouldn’t be Number Two in 
anything—and that includes copy- 
right assessments. 

Now although this rationale (i.e. 
“Let’s do it because other countries 
are doing it”) could, by reductio ad 
absurdum, be extended to the point 
where we start deposing our heads of 
state and begin executing, willy-nilly, 
former governmental workers simply 
because that’s the in-thing this 
year—the point remains that the 
CRT, which will be sitting in 
judgement at the rate hearings, has 
already indicated that it will give 
arguments such as the one Korman 
raised a sympathetic ear. 

Therefore, operators at the hear- 
ings should be armed to do battle 
with this type of illogic. So it should 
come as good news to operators 
that, in the end, even ASCAP’s 
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arguments work to the operators’ 
advantage. 

The whole problem with this 
inquisition is that, rooted deep in the 
minds of governmental officials 
everywhere, there is a suspicion that 
operators are making a_ financial 
killing in their jukebox operations, 
that they are getting windfall profits 
off the efforts of others—namely 
songwriters and performers. 

For instance, former Arkansas 
Senator John McClellan, who was 
perhaps the strongest jukebox op- 
ponent in Congress, said that the 
operation of a jukebox was just so 
much “gravy.” And former Pennsyl- 
vania Senator Hugh Scott said 
operators were getting “‘a free ride” 
and were, in fact, beneficiaries of a 
“windfall.” 

Well, that is not the case. 

But let’s examine why operating a 
jukebox either in another country or 
in the United States is not so much 
gravy. 

Let’s take the example of Great 
Britain, the foreign country whose 
history is most closely connected to 
our own. 

Operators in England pay an 
annual copyright fee of 37.5 pounds 
(at a currency translation of two for 
one, that’s $75 per annum) for each 
jukebox location (if an operator has 
more than one box in a location, 
there’s no additional charge). 

ASCAP and Pals—and now the 
CRT—see this $75 per-box assess- 
ment and then look at the $8 per-box 
fee in the United States and wonder 
why the great discrepancy. If British 
operators can afford that much 
money, they reason, then certainly 
American operators should be able to 
afford at least as much. 

This is where Korman’s and the 
CRT’s thinking stops. 

The assumption they make in all 
this is that the jukebox business in 


Great Britain is extremely profitable, 
and operators there wouldn’t be 
paying $75 per box unless they could 
afford it. 

The fact is, however, British 
operators cannot afford it. Depend- 
ing upon whom you talk to, the 
jukebox industry in Great Britain is 
one of the following: (1)desperate, 
(2)dying, or (3)dead. 

The true test of the health of any 
industry is to examine its growth 
pattern. According to statistics from 
the Performing Right Society (PRS) 
in England, the number of jukeboxes 
in England declined from 42,000 in 
1975 to 36,000 in 1977. Though we 
don’t have the most recent statistics, 
the trend is clear and continuing. 

Obviously, if the jukebox industry 
in Great Britain were profitable, there 
would be no such decline. Instead 
there would be a clamoring for more 
boxes because everyone would want 
in on the action. But just the opposite 
if happening. Not only is there no 
growth in the number of jukeboxes 
on location, it’s becoming increasing- 
ly apparent from the PRS’s own 
statistics, that phonographs are not 
being replaced on location. * 

What makes this all the more 
disconcerting is that operators in 
Great Britain probably have more 
favorable commission arrangements 
than operators in the United States. 
American operators split their take 





“Consider also that the jukebox 
industry in the United States is not 
showing any signs of growth either. 
According to PLAY METER’s most 
recent survey, in fact, 36 percent of 
the operators said they were buying 


fewer phonographs this year than the 


previous year; 43 percent said they 
were buying the same amount; and 
only 21 percent said they were 
buying more phonographs. 


27 


...and Britain’s Performing Rights 


Society wants to up the ante 


Sweeping changes in the system 


for licensing jukeboxes in the United 
Kingdom are due to be implemented 
by the Performing Right Society next 
year. | ae ee 
The society intends to switch awa 
from bulk discount licensing wit 
amusement operators and introduce 
direct licensing with the publican, 
club, hotelier, or cafe proprietor. 

It is still too early to decide just 
‘how to assess the proposed changes, 
but it is quite clear what the 
Performing Right Society intends. 
Charging a fee for each box sited will 
considerably increase their revenue. 

Operators applying for a license at 
present are being offered short-term 
licenses to take them up to July 5, 
1980 when all licenses will become 
due for renewal at the same 
time—easing the switch to a new 
system. 

Not only will the society obtain 


right down the middle, fifty-fifty, with 
the location owners. British operators 
apparently fare slightly better, netting 
somewhere between 50 and 55 
percent of the weekly gross. 

Industry estimates in Great Britain 
set the weekly jukebox take at 26 
pounds. After location splits, mana- 
ger’s shares, etc., the British opera- 
tor, according to the British trade 
newspaper “Coin Slot,” nets 13.33 
pounds per week per phonograph. 
And this is hardly enough when 
compared to the average operating 
cost of a phonograph. Again, 
according to “Coin Slot,” the British 
Amusement Catering Trades Associ- 
ation (BACTA) estimates the ave- 
rage cost of operating a phonograph 
in Great Britain is between 14 and 15 
pounds! 

And the situation in Great Britain 
is worsening. Presently jukebox 
operators in England are faced with 
an increase in the value added tax 
(VAT) to 15 percent, and the PRS 
has new initiatives for increasing its 
royalty collections. 

The increasingly burdensome red 
tape and expenses surrounding the 
operation of jukeboxes recently 
spurred BACTA to declare: “...fur- 
ther investment (in the operation of 
jukeboxes) is totally uneconomic, 
and action must be taken to slow the 
continued decline of the industry.” 

What’s the reason for the decline 


28 


greater returns from an already 


over-taxed jukebox operation, but it 
will be easier for them to collect. Until 
now they have had to negotiate with 
the British Amusement Caterers 
Trade Association (BACTA) and 
before that the Amusement Trades’ 
Association. 

With the opportunity looming for 
the society to deal direct with the site, 
it will be in a stronger position to 
negotiate better terms yet again and 
increase its revenue even further. 

PRS royalties for jukeboxes last 
year realized 1,030,247 pounds, an 
increase of 142,938 pounds over 
1977 due mainly to a revised rate of 
charge successfully negotiated and 
implemented in July 1978. 

In 1977 jukeboxes accounted for 
16 percent of the society’s annual 
income, but this dropped last year to 
14.8 percent. 

— By Gerry Wise, Coin Slot 


of the jukebox in Great Britain? 

Inflation, of course, gets the big 
part of the blame. Operators in Great 
Britain, as in the United States, have 
been trying to hold the line against 
accelerated costs for fuel, vehicles, 
records, interest rates, and other 
items. But governmental interference 
(such as increases in VAT) and the 
$75 per annum royalty fees to PRS 
cannot be discounted, for they are 
additional straws that, having been 
heaped one by one on the back of 
the industry, have brought operators 
to their knees. 

Exactly how desperate is the 
situation in Great Britain? 

BACTA sums it up this way: “The 
customer to whom jukeboxes are 
supplied seem to be at an astonishing 
average disadvantage in terms of 
profit of 20-1—even discounting 
those situations where jukeboxes are 
running at a loss.” 

The solution to the problem in 
Great Britain, it appears, can only 
come from a uniform increase in the 
price per play on a jukebox and a 
uniform increase in the operators’ 
share of the gross at the location 
level. But to do this would be 
tantamount to price-fixing, thus 
opening up an entirely new can of 
worms for British operators. Yet the 
excessive taxation and licensing 
standards, coupled with the problem 
of inflation have already brought the 


jukebox operators in that country 
face-to-face with this dilemma. 

Then why do many operators in 
Great Britain continue to operate the 
phonographs if they are a losing 
proposition? It’s an interesting ques- 
tion, and the answer is equally 
interesting. 

It’s starting to appear that juke- 
boxes in Great Britain are being 
operated as defensive pieces on 
location. Many operators are willing 
to take operational losses on their 
phonographs because the house 
wants a jukebox, and it wants to deal 
with only one operator. And the 
operator in Great Britain, in an 
attempt to protect his fruit machines, 
pins, videos, and pool tables in the 
location, will spring for the continued 
operation of the jukebox. In the 
grocery business, this would be called 
a “loss leader.” The jukebox, 
likewise, is becoming more and more 
a loss leader in Great Britain. 

Therefore, if the United States 
were to embark on taxation and 
licensing policies similar to those in 
Great Britain (to include such 
abominations as $75 per box assess- 
ments), many operators would have 
to decide if they wanted to operate 
the phonograph as a loss leader or if 
they would rather turn over the keys 
to the location. 

Those operators who would spring 
for the jukebox as a loss leader (to 
protect their pins, videos, and pool 
tables) would, essentially, be paying 
for the royalty licenses not out of 
jukebox revenue but rather out of the 
revenue generated by the pins, 
videos, etc. 

That is why the jukebox copyright 
law is a threat to the entire industry, 
and not just a threat to the 
phonograph operators. It would 
mean the royalties paid to song- 
writers and publishers would actually 
outstrip the value of their music to 
the boxes, and operators, picking up 
the tab by paying the right to play the 
music, would be paying the price out 
of their pinball profits. 

Further, if the per-box assessment 
is increased, that (together with the 
controversial location list require- 
ment) would probably force those 
operators who would have operated 
the boxes as loss leaders to reconsi- 
der because, they would figure, it 
would be better to lose those 
locations that balk at the idea of not 
having a jukebox, than to jeopardize 
the entire operation by divulging 
confidential information outlining the 
length and breadth of the operation. 

This scenario would result in an 
increase in location-owned juke- 
boxes, and what ASCAP and Pals 
are not aware of is that this is against 
their best interests. Location-owned 
boxes are, by nature, stagnant pieces 
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“If the Gnited States were to embark on policies 


similar to those in Great Britain, many operators 


would have to operate the phonograph as a loss leader” 


with title strips that never change. 

With operator-owned jukeboxes, 
however, the average operator 
changes 3.34 records per week 
(according to PLAY METER’s most 
recent operator poll). And that 
volume of change creates additional 
royalties for ASCAP and Pals in the 
form of mechanical royalties. Loca- 
tion-owned boxes, however, would 
result in diminishing mechanical 
royalties for ASCAP and Pals. 

So greed can only go so far. 
Governmental authorities and non- 
profit organizations such as ASCAP 
and Pals must be brought to realize 
that, for their own continued well- 
being, it is necessary that they 
recognize the jukebox industry is not 
a well-spring of profits. Wells do run 
dry; and, if the CRT is not careful, it 
might just kill an entire industry. 

What it all boils down to is that the 
jukebox business, whether in the 
United States or Great Britain is like 
any other business; it’s a life form. 
For its survival, it must maintain a 
delicate balance with the forces 


must take into consideration the 
well-being of the industry it is 
regulating. It must approach its duty 
as a surgeon who makes himself fully 
aware of his patient’s condition 
before he applies his knife. If the 
CRT does otherwise, it is guilty of 
making life-and-death decisions 
based on assumptions and _pre- 
judices. 

To date, the CRT members have 
displayed an alarming lack of interest 
in the jukebox industry, which it 
regulates. Their disinterest is re- 
flected not only in their shallow and 
callous position on the location list 
matter but also in such points of fact 
as this: They haven’t even got the 
slightest idea how much money a 
jukebox makes! (This is another 
matter, they say, something that will 
concern them at a later date). 

However, without such elemen- 
tary information, which would re- 
quire work on the part of the CRT 
members, it can honestly be said that 
the CRT doesn’t know the first thing 
about the industry it is supposed to 


decisions on assumptions and pre- 
judices and have taken an attitude 
toward the industry that is inquisi- 
torial in nature—they take a position 
alongside ASCAP and Pals and 
leave the jukebox industry to prove 
otherwise. 

With such thinking among _ its 
members, it may well be that even 
after looking at the decline of the 
jukebox in foreign countries such as 
Great Britain, the CRT will continue 
in a manner more suited to a butcher 
than to a surgeon. It may well be that 
the CRT, because of its prejudices, 
may think itself justified to amputate 
an arm and a leg from its patient. 

And there’s even the possibility of 
it missing its aim and cutting out the 
stomach, heart, or brain as well. 

And after the patient has been 
completely dissected and is lying 
dead on the operating table, the 
butcher-surgeon (for all the interest 
he has shown in his patient) may 
realize for a second that maybe he 
was wrong. But then he'll take off his 
rubber gloves and mask and walk 


around it. This means that the CRT regulate. Théy are basing their away. PM 
| o-—}=<>< > > Oo OP OP OP OP 2D 






EVERVBODV ISSPEAKING ' 
ABOUT THE NEW SUZO© CATALOG | 





150 pages with inquiry about spare parts for: )( 
BINGO’S Y 
SLOTMACHINES \( 
FLIPPERS Y 
JUKE BOXES Y 
BILLARDS Y 
AND ALL OTHER AMUSEMENT MACHINES Y 

¢ 


do you have them? Y 

\ NO... send today for free copy! Y 

j SUZO TRADING COMPANY BV. )| 

 \ 85-89 SCHONENBERGERWEG Y 
3023 ZJ-~ROTTERDAM 

HOLLAND \( 


PLAY METER, August, 1979 29 





MUSIC PROGRAMMING 








Leal \ 
al, 









OTe, 


Wrackin’ and Rollin’ 


Here it is again, time for me to 
wrack (or is it rack?) my brain for 
what I hope will be worthwhile 
reading for you. I’m confident, 
though, because, as I was telling a 
friend just the other day, “I once 
thought I was wrong about a record, 
but I was mistaken.” Here goes some 
more fearless prognostications. 


DO YOU WANT TO DANCE— 
McFadden & Whitehead—Philadel- 
phia International ZS9 3704 

They told it like they wanted us to 
believe it the first time out with “Ain’t 
No Stopping Us Now,” and now 
they’ve culled another cut trom their 
highly successful debut Ip. This one 
begins with a strong synthesizer and 
bass line and doesn’t let up through- 
out the cut. The vocals are more like 
the Ohio Players than what was fed 
to us by this duo on their first 
aforementioned outing, and with a 
title like “Do You Want To Dance,” 
you know it’s danceable. Should do 
well R&B, but not quite as well Pop 
or Disco. Give it a 7 out of 10 and 
keep dancing. 


ON YOUR KNEES—Grace Jones— 
Island IS-49002 

On the contrary, here’s one sure 
to be a favorite in your neighborhood 
disco and on disco radio. Just the 
lady’s name means disco, and she 


The records are rated as follows: 10 out of 10 = Top 
30 peak; 7 out of 10 = Top 40 peak; 5 or 6 out of 10 


break in half. 


certainly plays the part, with all her 
flamboyant stage theatrics and hair- 
less scalp. Her gutsy up-front vocals 
highlight this pure-D disco tune with 
whips-and-chains overtones. An 
added bonus is that it’s been quite 
some time since Ms. Jones has 
“graced” a turntable with new 
product. A Disco category 9 out of 
10. 


MAUREEN— Eddie Money—Co- 
lumbia 3-11030 

Eddie has gotten himself as far as 
he has by belting out gut rock n’ roll 
and lookin’ cute in a hard sort of 
way. This is a rocker and a half. 
Heavy bass and drums prevail in this 
bouncy summer sounding cut from 
his “Life For The Taking” album. A 
lot of people may label this bubble- 
gum music, but I call it rock n’ roll. 
Not quite as strong as his earlier stuff, 
but I'll give it a 7 out of 10 anyway. 


YOUNGBLOOD — Rickie Lee Jones 
—Warner Brothers WBS 49018 
Rickie took the world by storm 
with her friend “Chuck E.” and she 
doesn’t stop this time. She merely 
picks up where she left off with this 
funky little song that has all her 
stylized staples: a different, but 
effective beat, a story mixed inside 
very “wordy” lyrics, and some of the 
finest instrumentation to be heard on 


any recording. There’s even a false 
ending, then it returns and fades 
quickly. She is obviously the female 
singer of 1979. A 9 out of 10 or 
better. 


GONE, GONE, GONE—Bad Com- 
pany—Swan Song SS 71000 

It’s straight-ahead power rock that 
all the guys should like. It’s all about a 
guy who’s woman leaves him, even 
though it’s “Not the first time and 
won't be the last.” Unusual—for Bad 
Company anyway—background 
harmonies highlight this strong mov- 
er. There’s some excellent guitar licks 
which have become characteristic of 
this “image” group, but the lyrics are 
just so-so. But if you’re havin’ trouble 
with your woman, you’d better 
“gather up the boys and do some 
drinkin’ fast.” And while you're 
pondering your next brew think 
about this: an 8 out of 10 for “Gone, 
Gone, Gone.” 


COME TO ME—France Joli—Pre- 
lude PRL 8001 

Now here’s the record I’ve been 
waiting to tell you about. Her name is 
pronounced Franz, she’s from Cana- 
da, she’s only 16 years old, and she’s 
going to be the next Donna Summer. 
Pretty impressive, huh? This record 
has gotten some of the biggest initial 
response in Discos since some of the 


10 peak; 9 out of 10 = Top 20 peak; 8 out of 10 = Top 
= Somewhere in Top 100; 4 or less = Forget it, loser, 
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Why? 


Why do you suppose more operators read 
Play Meter than any other 
industry-related trade publication? 


We think it must have something to do with the fact that 


Play Meter is independently-owned and 
honest with its readers. 


We are, after all, the only publication that 
evaluates pinball machines. 


Not only that, our articles (such as the recent three-part 
series on business profitability) are thought provoking, 
useful, and written specifically for the operator. 


And we cover more industry news than anyone 
else, month after month. 


Then, of course, there’s our “Technical Topics” section, 
which is written by independent technicans who 
have firsthand experience in the field. 


There seem to be as many reasons for reading 
Play Meter as there are readers. 


PLAY MEER 
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PLAY METER “HOT” 25 


. GOOD TIMES—CHIC—Artlantic 
. GOLD—JOHN STEWART—RSO 
WHEN YOU’RE IN LOVE WITH A BEAUTIFUL WOMAN— 
DR. HOOK— Capitol 
. THE DEVIL WENT DOWN TO GEORGIA— 
CHARLIE DANIELS BAND—Epic 
. THE MAIN EVENT/FIGHT— 
BARBRA STREISAND—Columbia 
. BAD GIRLS—DONNA SUMMER — Casablanca 
LEAD ME ON—MAXINE NIGHTENGALE—RCA 
. ICAN’T STAND IT NO MORE—PETER FRAMPTON— A&M 
_ DOIT OR DIE—ATLANTA RHYTHM SECTION—Polydor 
10. GETTING CLOSER—WINGS— Columbia 
11. MY SHARONA—THE KNACK—Capitol 
12. MAMA CAN’T BUY YOU LOVE—ELTON JOHN—MCA 
13. DOES YOUR MOTHER KNOW— ABBA —Altlantic 
14. IS SHE REALLY GOING OUT WITH HIM— 
JOE JACKSON—A&M 
15. SAD EYES—ROBERT JOHN—EMI 
16. DAYS GONE DOWN—GERRY RAFFERTY — United Artists 
17. SHINE A LITTLE LOVE— 
ELECTRIC LIGHT ORCHESTRA—Jet 
18. LETS GO—THE CARS—Elektra 
19. YOU CAN’T CHANGE THAT—RAYDIO— Arista 
20. SUSPICIONS—EDDIE RABBITT—Elektra 
21. ONE WAY OR ANOTHER—BLONDIE— Chrysalis 
22. RING MY BELL— ANITA WARD—Juana 
23. HOT SUMMER NIGHTS—NIGHT—Planet 
24. AFTER THE LOVE HAS GONE— 
EARTH, WIND & FIRE—Columbia 
25. I WAS MADE FOR LOVIN’ YOU—KISS— Casablanca 


PLAY METER PICKIN’ & GRINNIN’ 


. YOU’RE THE ONLY ONE—DOLLY PARTON—RCA 
. SUSPICIONS—EDDIE RABBITT—Elektra 
COCA COLA COWBOY—MEL TILLIS—MCA 
PICK THE WILDWOOD FLOWER— GENE WATSON-— Capitol 
NO ONE ELSE IN THE WORLD—TAMMY WYNETTE—Epic 
STAY WITH ME—DAVE & SUGAR—RCA 
ALL AROUND COWBOY—MARTY ROBBINS—Columbia 
DON’T LET ME CROSS OVER—JIM REEVES—RCA 
HEARTBREAK HOTEL— WILLIE NELSON & 
LEON RUSSELL—Columbia 
. THE DEVIL WENT DOWN TO GEORGIA— 
CHARLIE DANIELS BAND—Epic 
. TILLI CAN MAKE IT ON MY OWN—KENNY ROGERS & 
DOTTIE WEST— United Artists 
12. IMAY NEVER GET TO HEAVEN—CONWAY TWITTY—MCA 


PLAY METER FONKIFIED 


BAD GIRLS—DONNA SUMMER—Casablanca 
GOOD TIMES—CHIC—Atlantic 
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CRANK IT UP (FUNK TOWN) PT.1—PETER BROWN— Drive 

WHY LEAVE US ALONE—FIVE SPECIAL—Elektra 

. WHEN YOU WAKE UP TOMORROW — 

CANDI STATON—Warner Bros. 

. GEORGY PORGY— TOTO—Columbia 

. AFTER THE LOVE HAS GONE—EARTH, WIND & 
FIRE/ ARC— Columbia 

9. THE BOSS— DIANA ROSS— Motown 

. BEST BEAT IN TOWN—SWITCH—Gordy 

. FOUND A CURE—ASHFORD & SIMPSON— Warner Bros. 

. PLL NEVER LOVE THIS WAY AGAIN— 

DIONNE WARWICK—Arista 
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. TURN OFF THE LIGHTS—TEDDY PENDERGRASS — Phila. Intl. 


stuff Ms. Summer has done. It starts 
out dreamy, gets everyone dancing 
close together, then WHAM! it’s into 
high energy disco. But it’s more than 
your run-of-the-mill disco record. 
The lyrics are for lovers, the 
arrangement is perfect, and the 
orchestration/instrumentation is 
nothing less. Watch this one go! It’ll 
probably be the next “Last Dance,” if 
there aren’t any law suits. 10 out of 
10, or I eat the record. 


LOST IN MUSIC—Sister Sledge— 
Cotillion 45001 

Immediately you know it’s Sister 
Sledge/Chic when you hear it. The 
guitars are recognizably Chic, and 
the vocals are undeniably the Sledge 
Sisters. It’s very up-tempo, surpas- 
sing “We Are Family” and “He’s The 
Greatest Dancer” in the beats per 
minute category. It’s all about 
enjoying the music business and, no 
doubt, all the money one can make 
by participating in it. Oh but can one 
dance to it? Stupid question. 8 out of 
10 or better. 


LADY WRITER—Dire Straits—War- 
ner Brothers WBS 49006 

It's the sultans of swing, Dire 
Straits, with another hit. Their very 
obvious guitar work is this hook here 
and should be strong enough to sell 
the record. The lyrics are rather 
non-sensical, but they fit the meter of 
the tune and this makes them 
adequate, at least. It'll be a hit and go 
as high as 9 out of 10. 


JUST GOOD OL’ BOYS—Moe 
Bandy & Joe Stampley—Columbia 
3-11027 

Country music at its finest. It’s 
pickin’, fightin’, drinkin’, and 
__ in’ around with women. 
The only country element that’s 
missing is a train. The playin’ is 
mighty fine and the story is great. 
This could very possibly become an 
anthem for every country mother’s 


son. In the country sense, it’s got a 9 
out of 10. 


TOTALLY HOT—Olivia Newton- 
John—MCA MCA-41074 

Everything this lady touches turns 
to gold and, quite naturally, this 
should be no exception. It might be a 
little bit funky for this pretty little 
Australian lass, but any vehicle 
seems to work for the lady with the 
sweet voice and sexy, innocent 
smile. Olivia was, of course, anything 
but innocent in Grease (and on her 
current Ip cover) and seems ready to 
make a suddent turn to screechin’ 
and belting out tunes a little easier to 
swallow. The Memphis style horns 
are excellent, too! 9 out of 10 for a 
not-so-innocent Olivia Newton- 
John. 
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International News 





V.A.T. hammers British machines 


The British coin machine industry 
is reeling from the fiscal hammer of 
the new Conservative Government’s 
Budget—the national accounts 
which traditionally include adjust- 
ments in taxes. 

The government has opted for a 
reduction in income tax to be offset 
by an increase in indirect taxation. 
This has meant that the tax on 
commodities and services, Value 
Added Tax, has been increased from 
eight percent to fifteen percent. The 
idea has been to put more money 
into the citizen’s pocket and thereby 
give him the right to spend it as he 
wishes—as long as the Treasury ends 
up with the same. 

The theory is fine and works well 
in every form of commerce and 
trade—except coin machines. 

The object in V.A.T. is to pass on 
the tax down the line to the end user. 
Where it falls down with the coin 
machine trade is in the fact that a 
man with a game in his arcade can’t 


put another slot on it to take fifteen 
percent of whatever the game costs 
to play. 

For machines which are operated 
on rental terms with locations, such 
as slots and pin tables, it has meant 
that the operators have to withstand 
demands from location owners to 
reduce their rents proportionately 
with the seven percent shortfall. 

For equipment operated on 
shares, such as pool tables, football 
tables, games, and jukeboxes, it 
means the operators must negotiate 
with their location owners to try and 
split the difference. 

For amusement arcades it is a 
tragedy. Where the tax was pre- 
viously a straight eight percent off 
their turnover, it is now a swinging 
fifteen percent. They have no way of 
recouping the losses, and the trade 
association, the British Amusement 
Catering Trades Association, is work- 
ing hard to gain some relief in other 
fiscal directions to make up for it. 


International calendar 


October 3-6, Enada, Rome: Italy’s big international coin machine show, 
the largest in the country, purely for automatics, drawing a big overseas 
contingent. 

October 17-21, J.A.A., Tokyo: Rivals A.T.E. as the largest coin machine 
exhibition in the world. Roughly 75 percent automatics to 25 percent 
carnival equipment. Steadily growing in international importance. 
October 19-22, Automatenschau, Zurich: A recently started exhibition 
for the Swiss market which has already made quite an international 
impact. 

October 30-November 2, Eurautomat, Brussels: Another new 
exhibition. The first, held last year, was such a success that it was decided 
to hold it every year instead of once every two years. 

November 9-11, A.M.O.A., Chicago: The U.S. premier coin machine 
exposition which attracts a great many overseas visitors each year. 
November 17-19, Parks Show, New Orleans: The [.A.A.P.A. 
convention which is primarily for carnivals, but which has a growing coin 
machine participation from all over the world. 

November 27-29, Incomat, Vienna: A charming setting for Austria’s 
trade show and, again, one with an international reputation. 

December 11-14, Forainexpo, Paris: Principally a carnival exhibition, but 
another which appreciates the overlap with coin machines and, 
accordingly, has a big display. 

January 17-19, Ima, Frankfort: A change of date and venue for the West 
Germans. The theory is that everyone will be in Europe for A.T.E. the 
following week. 

January 29-31, A.T.E., London: Still reckoned to be the world’s largest 
coin machine show and undoubtedly still the most influential. 

February 12-14, Blackpool Show, England: A.T.E.’s local rival and 
principally a northern version of the same thing, but with rather more of a 
seaside arcade emphasis. 





The greatest pressure of all is on 
the jukebox. For a variety of reasons 
the jukebox has always been the 
“Cinderella” of the British coin 
machine business. 

One major operator gave us a 
breakdown of his costs on a typical 
tavern owned by a brewery: 


Operator’s share after a 50-50 split 
and V.A.T. at eight percent is 


removed: $33.46 
Depreciation and interest 6.60 
$26.86 
Records and 
performing rights 3.00 
$23.56 
Service, installations, 
local work, collections, 
and site management £1,036 
$12.20 
Vehicles 3.04 
$9.16 
Spares 1.44 
$7.72 
Cost of stock off-site 1.52 
6.20 
Local premises costs .90 
5.30 
Extras 
(hotels, travel, etc.) 52 
$4.78 


The figures are based on two 
dollars equal one pound, for the sake 
of easy arithmetic, and still don’t take 
account of central administration. Off 
that final figure must come the effect 
of the increase in V.A.T.—an extra 
seven percent of the gross, or 3.5 
percent of the operator’s gross share, 
reducing the profit margins still 
further. 

It is worth remembering that most 
British taverns will contain other 
items of equipment as well as 
jukeboxes and often an operator will 
be prepared to swallow the low 
jukebox profits in order to locate his 
other equipment there, but the 
profits are now dangerously low for 
the country’s estimated 45,000 
jukeboxes and the trade association 
is working hard to try and bring about 
some kind of relief. 
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Japan invaded 





This machine rated R: no one under 
fifteen allowed without parent. 


Statistics show 200,000 Space 
Invaders games in Japan at present 
and a projected 500,000 by next 
year. Taito is at full stretch meeting 
the demand. Behind the statistics is a 
cult that may remain peculiar to the 
inscrutible Japanese but which is 
already shaping up in other parts of 
the world. 

To be fair, when the Japanese get 
enthusiastic about something they 
tend to go completely overboard; so 
it is hardly likely to happen else- 
where. In other countries exposed to 
the missle-firing spacemen, the game 
has been extremely popular—but 
that’s all. 

To the Japanese it is a hundred 
yen (fifty cent) fascination. Over- 
whelmed by the spacemen them- 
selves, the Japanese appreciate the 
game to the degree that they are 
determined to put up a good fight. 
An experienced player can keep the 
game alive for literally hours on a 
single play. The point is, it takes a 
great deal of practice to become 
experienced and that keeps opera- 
tors happy. 

However, the game is becoming 
something of a national scandal, by 
some accounts. The western press 
recently carried reports that it is 
creating some social problems. 

It appeared on the market in 
amusement halls a year ago and 
quickly spread to tea parlors, hotels, 
and restaurants before whole new 
Space Invaders centers started to 


spring up. 
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The police are concerned by 
increases in juvenile delinquency, 
which, according to reports, are 
caused by the game. They have 
ordered an investigation. The educa- 
tion Ministry has asked local teaching 
authorities to do what they can to 
stop children playing the game. 
Japanese newspapers have been 
carrying reports on cases of delin- 
quency related to Space Invaders 
and state that in the past three 
months about 250 school children 
were placed under protecting police 
guidance and custody in Tokyo 
alone. 

According to the police the most 
common offense was stealing elec- 
tronic “lighters” which can activate 
the game continuously by triggering a 
reset switch with electro-magnetic 
waves. Other offenses include wrap- 
ping a bronze five yen coin in plastic 
to make it similar to the heavier 100 
yen piece, playing truant from 
school, and stealing cash. In March, 
a 10-year-old boy was arrested for 
stealing 230,000 yen from his 
neighbor’s house in order to play the 
game. Later a nine-year-old girl ran 
away with 300,000 yen from her 
home and travelled several hundred 
miles to Okinawa to indulge her 
passion for the game. 

The National Amusement Industry 
Association, acting on complaints of 
the game to restrict voluntarily 
customers aged fifteen and under 
who are not accompanied by 
parents. PM 









SIA TECH 


Now, a technical journal designed for the 
distributor and operator of coin-operated 
electronic amusement machines! 

STAR®TECH includes trouble-shooting tips 
and techniques for the shop and in the field, 
modifying existing test equipment, and 
constructing your own inexpensively. 

This valuable information can be filed as a 
reference library, and at year-end, an index 
containing all the subjects covered throughout 
the year will be issued. 

STAR®TECH will pay for itself many times 
over as it Saves you board repair costs as well 
as reduced down-time. 

Fill in the coupon below and save yourself 
some trouble. 





















Mail to: STARe®TECH 
PO Box 1065 
Merchantville, New Jersey 08109 








Please initiate my subscription to STAReTECH 







Name 


Address 






City/State/Zip 






Company 






— Enclosed find $28 00 
in check or money 
order for 12 issues 

(1 year) plus the 
year-end index 


— Bill me later 








New Jersey residents add 5% sales tax 


Who gave you a step-by-step 
approach to determining your 
business profitability? 

Where did you read about token 
operations? 

Who told you about the Internal 
Revenue Service’s case against 
pinball tournaments—and how to 


get that law overturned? 

What publication goes on the line 
every month with its equipment 
evaluations? 


PLAY METER 


.. and only 


PLAY METER 


No wonder we’re ‘‘The World's 
Leading Amusement Machine 
Trade Publication” 
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The British meet the Germans, and engineering epithets abound. 


N.S.M. hosts British engineers 


As part of its regular marketing 
policy, the West German jukebox 
manufacturer N.S.M. played host to 
ten British service engineers, June 
11-13. The engineers represented 
four leading British operating com- 
panies and flew to Germany in two 
groups, one from Manchester and 
the other from London. 

A technical course designed 
around the microprocessor unit of 
the 160ES Festival was the subject 
for the first day of the tour, with 
entertainment in the evening by the 
N.S.M. staff at a local inn with locally 
grown asparagus—a speciality of the 
area—high on the menu. 





Dateline: 


The second day was spent visiting 
all three of the N.S.M. factories at 
Bingen-on-Rhine to see the manu- 
facturing and distribution systems 
within N.S.M. and Lowen Auto- 
maten, which is N.S.M.’s distribution 
company for Germany. 

The British party consisted of B. 
Withers, D. Boardman, R. Black, 
and P. Crook, all of MAM Inn Play 
Ltd., Reading; B. Coman, R. 
Rayner, and G. Heaton of Bell-Fruit 
East Anglia Ltd., Fakenham; J. 
Mercer of Caterbuild Ltd., Glasgow; 
and Messrs. Ashcroft and Chapman 
of Brewery Utilities Ltd., Birken- 
head. 


Overseas highlights 


GREAT BRITAIN—Birmingham, 
England is the setting for the next 
European Tournament Soccer 
Championships on April 26 and 27. 
The American company means to 
combine it with a $50,000 tour of the 
British Isles. Prize money in the 
European finals will total $50,000 
also. 


DENMARK—A pinball tournament 
organized by the Danish trade 
association culminated in finals at 
Vejle, with 450 finalists using thirty 
games from Bally, Gottlieb, and 
Williams. The winner was a 15-year- 
old boy who received 10,000 Danish 
crowns. Total cash prizes amounted 
to 21,000 crowns. 


GERMANY—The German firm 
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A.D.P. Automaten has been ap- 
pointed exclusive distributor for 
Universal games in West Germany. It 
will also be responsible for sales to 
the Benelux countries, Austria, 
Switzerland, and certain Scandina- 
vian countries. 


GREECE—After many years of hard 
work, Atari games have now been 
permitted into Greece. Previously 
pinball and many other games were 
banned. 


CYPRUS—A trade association has 
been formed for the Mediterranean 
island of Cyprus. It is called the 
Association of Owners of Amuse- 
ment Machines and covers the Greek 
part of the island. 


Ariola offers Twinspin 


Recognizing the particular needs 
of the jukebox industry, Great 
Britain’s Ariola Records has just 
released three “back-to-back”  sin- 
gles. 

The concept, as the term “back- 
to-back”’ suggests, incorporates two 
“A” sides on the same record, thus 
eliminating wasted, unplayed “B” 
sides. On some records, both sides 
will be hits from the same artist while 
other records will offer two different 
artists. 

Ariola has created a new label for 
the venture, Ariola Twinspin, and is 
so convinced of the success of the 
move, they have committed the 
company to a money-back guarantee 
should any of the sides fail to make 
the BMRB Top 40. 

One record features two single hits 
from glamorous European star Gilla. 
Her “Bend Me, Shape Me” is backed 
by “We Gotta Get Out Of This 
Place.” 

A second disc introduced April 
Love’s “Switchboard” in conjunction 
with Catherine Howe’s “Quietly and 
Softly.” 

The third of the initial releases on 
the Twinspin label features the 
sensation Sky. 


Gowerpoint in video 


Britain is to have another video 
games manufacturer. 

It was announced that Gowerpoint 
Manufacturing Ltd., of Cardiff, will 
soon produce video and amusement 
games. Gowerpoint’s Arthur Thomas 
says that the fruit machine manu- 
facturing company is in the latter 
stages of negotiations to buy a brand 
new factory specifically to produce 
games. 

“The company is very buoyant 
with the success of our fruit machine 
range and we are now ready for 
expansion,” he said. 

“There are only a handful of 
companies producing amusement 
games and another handful making 
video games. Many of the games in 
that particular field come in from 
abroad. This means that a U.K. 
based manufacturer should have a 
healthy market. 

“When you couple this with the 
factor that in our development of 
microprocessor based ideas for our 
fruit machines we have come up with 
many ideas for games, you have all 
the ingredients for expansion into the 
games field.” 

Thomas confirmed that the factory 
he is negotiating for is in Cardiff and 
covers 6,000 square feet. 
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Play Meter Equipment Poll 


Here are the August results of PLAY METER’s subscriber survey ranking pinball and video games. Rankings are 


compared with games’ standings in last month’s poll. 


Top Pins 

AUGUST JULY AUGUST JULY 
1; FLASH /Williati6 so icccissGcasveceanwetien 1 (tie) SINBAD/Gottlieb............----0-e0ee 8 
2. PLAYBOY / Balle sc iis cscnedendessnraveee a 2 12.. (tie) COUNT-DOWN/Gottlieb............... 9 

3. SUPERMAN /Atari...............000 2 eee eee 3 (tie) SIX MILLION DOLLAR MAN/ 
Bali: osc dn bhai nncaeee esos eeeawes 13 
saat 1 sterpearagene enna eae amen os ~ 14. DRACULA/Stern......-...seseceeeeeeee: 18 
5. LOST WORLD) Bally sc4asceececweexssesees 5 ee - 
6. STAR TREK / Bally eoeiisecscacciecasesgenss 4 6: ae) MIDDLE EARTII/Alaysccsscarasecses _ 
7. SUPERSONIC/Bally............0.0eeeeeeee 7 (tie) STRIKES & SPARES /Bally........---- _ 
Be RR eee rcane ne rae nen teeceee Renmnng 18 18. NUGENT/Stern.........0cc0eceeeeseeeeees =i 
Pi Ra ere eorre enonniecanteGMisreetet ye © 19. (tie) CONTACT/Williams.........0..00000- 17 
10. (tie) PHOENIX/Williams................045 10 (ce) ORL ONEUEE Balle eacendascetienas _ 

Top Videos 

AUGUST JULY AUGUST JULY 
1. SPACE INVADERS/Midway................ 1 6. HEAD ON/ Gremlini..<c iii ceded ccccncceeness — 
2. FOOTBALL/Atari.............000c cece eee 2 7. SEA WOLF/Midway............0.eeeeeeeees 7 
3... SPRINT Alario. ie ios. ds teewt éoeeneeesawks 3 8. STAR HAWK/Cinematronics................ 5 
4. SPACE WARS/Cinematronics............... 6 9 BREAKOUT / Atatl oc occ ds cis cevcecevcwnees — 
5. STARFIRE/Exidy............0.0000eeeeeees 4 10. BASKETBALL/Atari..............0.000 008: oa 


ees 


The PLAY METER subscriber survey of pinball and video games will be a regular feature in subsequent PLAY 


Please print legibly 
NAME 


METER publications. If you would like to join readers currently participating in the survey, simply fill out the 
coupon below and return it to PLAY METER. 





COMPANY NAME 
ADDRESS 
Cry. es a et te nie 
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STATE ZIP 


N.B. Please make sure you print your name legibly on the return address portion of the survey card. 
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Operating 
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Outgoing President Kem Thom (left) presents new President Walt Lowry 


with a trophy for the low gross in the ICMOA golf tournament. 


ICMOA works to halt increases 


The Illinois Coin Machine Opera- 
tors Association has confronted a 
double-edged sword from the state 
government and they are hard at 
work fending off the oppressors. 

The association’s annual meeting 
featured a message delivered by 
Senator Kenneth Hall, who is 
assistant majority leader of the state 
senate and serves on the state 
revenue committee which is con- 
sidering SB 0237, a measure which 
would increase state license .fees. 
Hall reported that the seventeen 
operators and manufacturers who 
attended the first hearings on this bill 
were successful in postponing the law 
for reconsideration by the revenue 
committee. SB 0237 would have 
raised license fees from the current 
ten dollars to $200 per coin-operated 
machine. 


The other side of the legislative 
thrust would intrude on operators’ 
business privacy by requiring this 
year’s state license applications to be 
accompanied by location lists. Past 
Presidents Kem Thom and Wayne 
Hesch and new ICMOA President 
Walt Lowry met in Springfield with 
the head of state revenue to protest 
this listing July 10. No reversal has 
been achieved, but the ICMOA has 
engaged the services of an attorney 
in the capital city to continue fighting 
the legislative requirement. 


Additionally, the ICMOA elected 
new officers. President Walt Lowry 
will be assisted by Vice President 
George Woolridge, Secretary David 
Marik, and Treasurer Charles Sacco. 
All four of the new officials are music 
operators. 


Ohio operators will do it again 


Kings Island Inn in Mason will be 
the site of the second annual Ohio 
Music and Amusement Association’s 
fall outing. 

This year’s fall extravaganza will 
feature the OMAA’s first golf tourna- 
ment, to be played on the Jack 
Nicklaus 6500 yard championship 
course. The College Football Hall of 
Fame is nearby, and for those who 
seek greater thrills, the Kings Island 
Amusement Park offers the “Beast,” 
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the nation’s steepest, longest, and 
fastest roller coaster. 


In another internal promotional 
effort, the OMAA has announced in 
its July newsletter that November 28 
has been set as the date for its annual 
dinner and drawing. One hundred 
and fifty tickets are available at $100 
each for dinner at the Tangier in 
Akron and an opportunity to win 
“substantial” prizes. 





Legal funds lag 


Apparently everything moves 
slower during the summertime, 
including contributions to the AMOA 
legal fund. Though the goal is 
$250,000, AMOA’s Fred Granger 
reports that the latest total collection 
is in the neighborhood of $68,000. 

“It will take up to $100,000 to 
fight the copyright law battle in the 
Supreme Court,” Granger has said. 
Currently the issue is being prepared 
for consideration by the U.S. Court 
of Appeals. 

Operators have been responsible 
for the majority of funds already 
contributed to the effort, but in an 
attempt to dramatically boost collec- 
tions, the AMOA has issued a plea 
for assistance to manufacturers. 
Earlier Rock-Ola made a substantial 
pledge to support the AMOA stance 
and most recently, Rowe Interna- 
tional has donated a generous sum to 
the cause. 


Breither resigns TJM 


Robert H. Breither, director of 
sales and marketing for TJM Corpo- 
ration, has announced that he will 
resign his position with TJM effective 
August 31. ; ~ ae ee 

According to (aam 
Breither, the res- | 
ignation comes 
because of a dif- 
ference in “phi- 
losophy of mar- 
keting” between 
him and the new 
owners of TJM, 


OTX, Inc. Head- Robert H. Breither 
ed by Joseph 

Finigan, OTX bought TJM April 17 
for stock and other considerations 
valued in excess of $6 million (PLAY 
METER, May 15, 1979). 

Breither, who was involved in the 
marketing and sales of Jennings slot 
machines, has over forty years 
experience in all phases of the 
amusement industry. He indicated 
he was not bitter about the change. 

He told PLAY METER that he 
hopes to remain in the industry, but 
added that he does not have any 
immediate prospects for employ- 
ment. 

Prior to his decision to resign, 
Breither was focusing his marketing 
efforts on Atlantic City, New Jersey 
and overseas operations. 
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Former operator 
nabbed 


One of the men netted in a recent 
vice raid in the famous New Orleans 
French Quarter is William J. Cola- 
curcio, formerly a large pinball 
operator in Seattle, Washington. 

Colacurcio and two employees 
have been accused of paying bribes 
to undercover police and federal 
agents on twelve different occasions 
over the past six months. Bribes were 
reportedly paid to protect illegal 
gambling at a club near the French 
Quarter called the Greek-lItalian 
Association. 

Colacurcio, who began in the 
pinball business in Seattle in 1947 
and was the city’s largest operator by 
1958, now operates four topless- 
bottomless clubs in the French 
Quarter and employs about eighty 
seminude dancers. 


State leaders to meet 


AMOA has announced a national 
conference of state associations to be 
held during the Nov. 9-11 con- 
vention. According to President 
Wayne Hesch, the purpose will be to 
“provide a forum for the exchange of 
ideas and information between rep- 
resentatives of state groups.” 

The format of the meeting is 
currently undecided, and state 
groups are invited to submit sugges- 
tions to AMOA as to the content of 
the conference. 

Interested factions who do not 
currently have an available state 
association in which to participate are 
also urged to contact AMOA for 
assistance in getting started. 


Atari teaches 


Atari has planned an ambitious 
schedule of service schools. The 
two-day programs cover video and 
pinball troubleshooting and repair, 
including basic electronics and sche- 
matics reading. Contact respective 
sponsor/distributor for reservations. 
The upcoming month’s offerings are: 
Aug. 20-21— Dayton, OH (Monroe) 
Aug. 23-24—Baltimore, MD (Ban- 
ner Specialty) 

Aug. 27-28—Louisville, KY (Ken- 
tucky Coin) 

Aug. 29-30—Pittsburg, PA (Banner 
Specialty) 

Sept. 6-7— Montreal, Canada (Rowe 
International) 

Sept. 10-11—Dedham, MA (Rowe 
and Bally) 

Sept. 13-14—Syracuse, NY (Rowe) 
Sept. 17-18—Kansas City, MO 
(Rowe) 

Sept. 20-21—St. Louis, MO (Rowe) 
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‘PLAY THE PROS. 


| Unbelievable realism! Atari Sports” brings you 
the world’s most challenging video s 


Atari Baseball™, Atari Basketball”, Atari Football” 





ports attractions... | 
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_ CHALLENGE THE _ 
MIGHTY HERCULES. 
| “Play the world’s inoast pinball game from Atari! 
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Following closely on the heels of the manufacturer’s Superman, 
Football, and driving game ad art collage, Atari now is offering a 
camera-ready ad on Hercules and one advertising its three sports video 
games. The ads offer an easy-to-use promotional instrument which 
encourages players to clip the ad and use it for one free play at the location 


(or locations) named... 





Pizza Time makes pact with motel firm 


Pizza Time Theatre has signed an 
agreement with Topeka Inn Manage- 
ment, Inc. (TIM) of Topeka, Kansas, 
to co-develop 285 restaurants in 16 
Central states over the next five years 
at an estimated cost of $200 million. 
The joint announcement was made 
in San Francisco by Nolan K. 
Bushnell, who founded both Atari 
and Pizza Time Theatre, and by 
Robert L. Brock, founder and 
president of Topeka Inn Manage- 
ment. 

“We’re excited,” said Bushnell, “at 
the prospect of working with a group 
having the expertise and financial 
capability of TIM. They’re the type of 


people who will be instrumental in 
turning this concept into a major 
force in America’s leisure time habits. 
TIM’s abilities in food and lodging 
management will add strength to our 
Pizza Time Theatre organization.” 


TIM is currently ranked as the 
nation’s largest lodging franchise by 
Restaurant Hospitality Magazine. 
States where TIM plans to open Pizza 
Time Theatres include Alabama, 
Arkansas, Colorado, Florida, Geor- 
gia, Illinois, Indiana, Iowa, Kansas, 
Louisiana, Minnesota, Mississippi, 
Missouri, Nebraska, Oklahoma and 
Wisconsin. 
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‘“ The South’s Leading Supplier for Coin Machine 
Parts & Supplies’”’ 


FREE 


for the asking - Our New 1979 CATALOG. 304 pages full 
of quality supplies to assist you in your Coin Machine 
Operations. To receive our Catalog, please phone or write to: 


PEACH STATE DISTRIBUTING COMPANY 


1040 Boulevard, S.E., Atlanta, Georgia 30312 
Phone: 404 - 622-4401 
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A grass roots success story 


Operator Associations: 
Their winning ways are spreading 


By Mike Shaw 


As Hurricane Bob swirls toward the boathouse that holds all that is PLAY METER, as the city that Skylab 
remembered prepares for an early morning onslaught of planned fallout, I am reminded of what power is. It is 
collaborated strength. Like government. Like war. 





Can operators stem the rush of 
better-organized-than-thou govern- 
mental controls on their profits? 

Perhaps “controls” is too polite, or 
at least too mild, a term. The 
government has strapped operators 
with demands on the moneys they 
have worked for so diligently, so long 
in building their industry into an 
attractive, revenue producing busi- 
ness. Now, coin-operated amuse- 
ments are big business and the 
powerful people want a piece of the 
action. 

Frost and Sullivan, Inc., interna- 
tional market researchers, predict 
that the electronic games market, 
which totalled $518 million in 
manufacturing sales in 1978, and 
which will gross $802 million this 
year, will increase to $1.4 billion by 
1983. In forecasting such growth, 
they site some technical items to 
which they attribute the rationale of 
development, even though they fail 
to consider the character of the 
marketing pioneers: 

“Late last year, Holosonics, Inc., a 
holography product pioneer, ac- 
quired Meadows Games, a video 
game manufacturer, with an intent to 
wed holography and electronics to 
create breakthrough coin-operated 
video games. 

‘“‘Ramtek Corporation, a computer 
graphics pioneer, now markets a new 
.. “Boom Ball” amusement park at- 
traction that employs microprocessor 
technology in what is to become a 
line of electronic games. 

“Couple these illustrative, po- 
tentially-dramatic developments with 
a recently introduced twelve dollar 
programmable game chip set by 
General Instruments, at the low end, 
and Bally Corp.’s ‘Professional 
_ Arcade” computer/game combined 
system that features a superior 
16,000 dot resolution screen, at the 
high end; toss in a steeply declining 
price curve, among other trends; 
and, clang...clang...clang...a market 
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projection emerges that forecasts 
electronic game shipments to _in- 
crease at a 22 percent annual rate 
through 1983.” 

The amusement industry has 
amassed the most appropriate tech- 
nological advances of the era and 
promoted this fabulous business 
around the human passion for 
competition. 

And all of this amounts to plenty 
of dollars, pounds, francs, or what- 
ever. 

To maintain even a righteous, 
patriotic share of the profits that 
amusement industry people are now 
making and will make, if research 
and perceptiveness are correct, 
operators must find ways to deal with 
federal, state, and local leeches. 
They must be powerful enough to 
hold their profits against the out- 
stretched hands of those who have 
forever organized under the guise of 
government to keep pioneering, 
entrepreneuring, successful busi- 
nessmen from getting “too fat” on 
their earnings. 

On a national level, operators are 
hoping that A.M.O.A. can hold the 
line; and in support of that purpose, 
operators have donated more than 
$50,000 to an AMOA legal fund to 
fight oppressive licensing laws. 

But the real battle, as always, is at 
home. 

Operators must participate in and 
develop strong state and local 
associations to keep local politicos off 
their profitable backs. It is the very 
purpose of such associations to 
combat unfavorable legislation, while 
developing favorable images of the 
industry; and every operator who 
can understand that there is more to 
his business than his route should 
support such organizations. 

Where operators are conscious 
enough to do so, they have reaped 
some benefits. Where they are 
intelligent enough to spend the 
money and effort to build strong, 


well-managed associations, they 
have prevailed over adverse condi- 
tions. 





TEXAS 

In Texas, a slow-talking, pleasant, 
and unrelinquishing Dock Ringo told 
PLAY METER the story of success in 
the Lone Star State. 

About a decade ago, it became 
apparent that Texas was about to 
decide on some ways of regulating 
and taxing its amusement operators. 

“We organized out of fear,” says 
Ringo. “We were afraid to be without 
an organization to represent our 
interests.” 

So a small group of operators 
joined together as the Texas Amuse- 
ment Assocation. They travelled the 
state making contact with as many 
other operators as possible, getting 
support, building an impressive 
enough group to garner the respect 
of the state legislators. 

“One of us alone would never 
have been listened to, but together 
we were able to make suggestions 
that were heard, suggestions that led 
to the establishment of the Texas 
Amusement and Music Commission, 
a governmental arm created around 
the input of operators and which 
remains the regulatory force in the 
state today. 

This year House Bill 1410 would 
have abolished T.A.M.C. and as- 
signed the operators’ fate to the 
whims of the Comptroller’s Office. 
But again, the Texas association, 
now known as the Music Operators 
of Texas, supplied the influence that 
saved the day and T.A.M.C. as the 
bill was narrowly defeated by a 73-60 
vote. 

The M.O.T. is now in its seventh 
year of operation and recently 
concluded its most successful annual 
convention. Ringo had some sugges- 
tions as to the reasons for the 
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1,000 to 120,000 
POINT MEMORY 
BONUS FEATURE 


Bonus consists of four rows of 
KISS lights and eight arrows. 
Completing the four rows of 
KISS the 1st time lights the 
Super Bonus for 40,000 points; 
the 2nd time lights the Colossal 
Bonus for a value of 80,000 
points. It can now be lit a 3rd 
time for an ultimate total value 
of 120,000 points. If the 2X 
multiplier is lit the value can be 
as high as 240,000! 


LIGHT-A-LINE 
FEATURE 


Knocking down all the drop 
targets or going thru the light- 
a-line feature rollovers, when lit, 
lights the entire word KISS at 
once, allowing players several 
ways to ring up bonus points. 


ADJUSTABLE ABCD 
FEATURE AWARDS 
2X, EXTRA BALL 
OR SPECIAL 


Completing 4 ABCD targets on 
right side of playfield: 

lst time awards 2X 

2nd time awards Extra Ball 
3rd & each additional time 
awards Special! 








NEW $1.00 COIN SLOT 
INSURES LARGE PROFITS 


3 Coin Entry door with two quarter slots and one dollar 
coin (Susan B. Anthony) slot allow variable vending prices. 
Game is playable in dollar or quarter combinations, offering 
profit options never before available! 





KISS TUNES PROVIDE 
COMPLETE ENVIRONMENTAL 
LIVE-ACTION EFFECTS 


2 of KISS’S most popular tunes encourage players total 

involvement with the game. Additional tones and sounds 
‘enhance player enjoyment to create a complete KISS 

environment for one to four players. 


¢ 2X Bonus Collect and 
Bonus Multiplier 


e Automatic Self 


Test Switch 
¢ 100% Solid State 
Circuitry § - <i es 
¢ 3 or 5 Ball Option 
¢ Convertible to 
Add-A-Ball 
makes the games people play. . Care 


Bally Manufacturing Corporation 
2640 West Belmont Ave 
Chicago. IL 60618 

312/267-6060 

Telex #253076 


foe lag Solace of these games and the 

eatures therein may be subject to various A) 

state and local laws or regulations. It is not ©1978, 1979 Aucoin Management, Inc. . dle | ally Mariacturing Corporation 
’ All Rights Reserved 


PRINTED IN USA. 


games in any jurisdiction wherein the same 


intended herein to solicit the sale of such By Agreement With “KI99” 
may not be lawfully sold or operated. ® 
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_4-PLAYER PINBALL EXCITEMENT! 
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KISS STROBING BACKGLASS 
PROVIDES INSTANT PLAYER APPEAL 


Backglass art explodes with action. KISS logo letters strobe individually in game- 


over mode to draw players in any location. 3-Dimensional BALLY artwork makes 
KISS practically jump off game. 


meeting’s success. 

“Operators can see all the ma- 
chines they want on their distributor’s 
floor, a place most of them visit 
frequently. We changed from show- 
ing equipment to presenting useful 
seminars scheduled amidst a lot of 


fun. The work and play idea has 


turned out so much better.” 

Although the M.O.T. has only 55 
paid up members, more than 200 
operators attended this year’s con- 
vention and participated in discus- 
sions on such diverse topics as 
understanding service manuals, and 
business management. A.M.O.A. 
execs gave insight into national 
topics, and M.O.T.’s lobbyist, Judge 
Bob Hughes, discussed current 
pertinent state legislation. 

The convention was also a 
financial success. 

“Distributors paid $750 to sponsor 
an event, actually less than they 
would have spent to set up a 
demonstration booth. Co-sponsors 
paid $300 each, and adds in the 
convention program were snatched 
up at $100 per page. 

“The profits we showed will 
springboard us into our first promo- 
tional venture, a state-wide pool 
tournament.” 

Although paid membership comes 
from less than five percent of the 
operators in the state (state associa- 
tions average about thirty percent 
nationally), the dedication of an 
all-volunteer staff—except for lobby- 
ist Hughes, no one is paid—con- 
tinues to register accomplishments. 
Municipalities are now being curtail- 
ed from setting unreasonable _li- 
censing demands and from rede- 
fining, for tax purposes, locations 
that offer games. 

And everything is done on a 
budget that for this year is less than 
$18,000. Dock Ringo does have a 
word of warning to those who seek to 
develop an association in their state. 

“Watch that individual interests do 
not get in the way. Individuals can 
deter the association to be self- 
serving.” It was this problem which 
caused the collapse of the Texas 
Amusement Association and neces- 
sitated reorganization. 

But now, as M.O.T., this state 
association achieves positive results. 

“The proper legislation helped 
professionalize the industry in Tex- 
as,” concludes Ringo. “Steadfast 
rules require all of us to keep better 
records and be more businesslike 


generally. And that has been great 
for our image and our earnings.” 


VIRGINIA 

The Music Operators of Virginia, 
one of the oldest state associations at 
21 years, also runs on a volunteer 
basis. 

“Our budget for this year is 
$4,000,” says Louis Corso. “Out of 
that we pay clerical fees and retain an 
attorney.” 

In Virginia, through the co-opera- 
tion of distributors—most of whom 
do business out of Baltimore—the 
A.M.O.V. has been responsible for 
eliminating a $1,000 per machine 
licensing fee. The state now collects 
moneys from operators through a 
sales tax:'A current struggle centers 
around a recent decision by Virginia’s 
attorney general who has issued an 
opinion that “all moneys that pass 
through machines are taxable to the 
Operators as _ gross receipts.” 
A.M.O.V. seeks to have location 
owners share in the tax burdens just 
as they share in the profits from the 
machines. 

The Maryland distributors have 
spread the message for M.O.V. and 
helped it grow to eighty members, 
nearly twenty percent of the state’s 
operators. 


FLORIDA 

In contrast to the home-spun type 
of associations, stands Florida’s 
Amusement Merchandising Associa- 
tion. 

Florida’s operators are directed by 
energetic Robert Rhinehart, who, in 
answer to the question “how do you 
get a state association started?”’ 
answers “hire me!” 

Rhinehart also takes credit for 
initiating the spirit in Georgia and 
South Carolina. But in Florida, his 
firm, Executive Management Ser- 
vice, continues to head the associa- 
tion. 

Managing associations is Rhine- 
hart’s business—he directs other 
groups, such as the Florida jewel- 
ers—and he has handled the Florida 
amusement operators since 1967. 

“You’ve got to start with effective 
management,” contends Rhinehart. 
“And that’s what an_ association 
management firm can provide. That 
kind of need is so prevalent that 
associations are the hottest things in 
ys multiple management field to- 

ay.” 

In directing the association, Rhine- 


hart runs annual conventions and 
orchestrates advertising and promo- 
tions, solicitations and public rela- 
tions. 

His claims of effectiveness are 
well-substantiated. Fifty-five to sixty 
percent of Florida’s “‘legitimate”’ 


operators belong to F.A.M.A.; about 


500 operators support a $50,000 
annual budget and anxiously await 
gatherings that feature “new and 
exciting ideas” —like Greek belly 
dancers. 

True, Rhinehart’s enthusiastic de- 
scription of a Florida convention 
sounds like a housewife’s nightmare, 
but the constructive results of his 
efforts are also impressive. A partial 
list of F.A.M.A.’s worksheet with the 
Florida legislature includes: 


free play bill 

tax credits on bad debts 

inventory tax relief bill 

cigarette machine legislation 
right-to-work 

the defeats of a 3 percent tax on 
jukeboxes and vending machine 
metering legislation 


OCEAN CITY, MARYLAND 

Another wave of associations is 
forming around more localized 
needs. Most recently, Jim Mathias 
(Jim’s Place Arcade) organized nine 
other arcade owners on and off the 
boardwalk in Ocean City, Maryland. 
The group met for the first time in 
May (PLAY METER, June, 1979). 

The arcade association was started 
to “improve earnings without exploit- 
ing customers,” and, en route to that 
end, to deal successfully with local 
zoning laws. 

“We’re incorporating to keep each 
member free from liable.” Mathias 
was on his way through law school 
before his father’s death necessitated 
his full-time attention to the arcade 
business, and he speaks with legal 
relish about the possibilities of his 
association. “We are beset by three 
separate codes of regulations: city, 
county, and state. They each have 
different requirements; and each 
forces us to buy licenses.” 

Homespun or professionally run, 
state and local associations from the 
25-year-old West Virginia Music and 
Vending Association to the fledgling 
Ocean City Arcade Owners are 
discovering that effective organiza- 
tion is getting things done with 
lawmakers, and, simultaneously, in- 
creasing good business practices. 


ee a! 


The harbor’s halyards are drumming a Japanese melody, Skylab fell somewhere to the east of Mobile, and we'll 
all continue in our ways. But if you do not take part in an associated effort to deal with governmental regulation, 
you might reconsider the “where there is unity there is strength” principle. Perhaps Dock Ringo’s warning about 
selfish association leaders can be twisted a bit: if an operator wants to make sure things go his way, he had better 
participate in an operators’ association. 
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1st 8-ball league championships 


Wheel Inn ladies 
chalk up 
heroic victory 





Paul Gerni, 

world champion trick ball artist, 

was one of the honored 

guests in Rochester. 

Here, Paul is smiling, 

in spite of the fact that he has 

just been whipped in a game of 8-ball 
by young Todd. 





Bill Nemagar was speaking proudly 
about an eighteen-month project. 
And he had every right to do so. 

Nemgar was on the phone from 
Rochester, Minnesota, where the 
finals of the 1st All-American 8-Ball 
League Championships had just 
been completed. Nearly 25,000 pool 
enthusiasts, after practicing and 
playing through six months of league 
play, had been eliminated en route to 
these finals. Sixteen men’s teams and 
sixteen women’s teams of five 
players each had survived local and 
regional playoffs to gain berths in the 
finals. 

Rochester was an appropriate site 
for the tournament, with its medical 
consciousness, for the action was 
absolutely cardiac arresting. 

Out of the battle emerged two 
teams of exhausted players. The 
ladies’ play furnished the most 
excitement, featuring a truly monu- 
mental comeback by a competitive 
five from the Wheel Inn in Billings, 
Montana. The combatants from 
Wheel Inn worked from 9:00 one 
morning to 1:00 the next, fighting 
their way out of the loser’s bracket 
through a final there, and then 
grinding out two victories over the 
winner’s bracket finalists, the Tam 
O’Shanter ladies of Colorado 
Springs, Colorado. 

The two matches with Tam 
O’Shanter could have kept an entire 
team of Rochester’s finest busy, both 
administering to the fatigued and 
researching their amazing stamina. 
In a match that features fifteen games 





By Mike Shaw 


and 150 possible points, Wheel Inn 
was victorious by a mere two points 
in the first match and, three in the 
final struggle. 

The men’s division was won more 
handily, by the Tam O’Shanter men, 
who, behind captain Scott “the Shot” 
Smith, took first place honors 
without a defeat. 

For their accomplishments, each 
of the winners received a Huebler 
custom designed cue and a silver 
bowl trophy. Each winning sponsor- 
location was also awarded a trophy. 

Notice: no cash prizes. 

“We want this to remain an 
amateur event,” insists Nemgar. 
“And keep the hustlers out.” 

Tavern pool is the second largest 
participation sport in the nation (after 
tennis); and, as such, it offers 
tremendous revenue opportunities to 
operators who take advantage of its 
popularity. And apparently, 8-ball 
league play is furnishing a significant 
additional boost. 

Nemgar, an operator with the 
tournament sponsoring distributor— 
D&R Star—contends that promoting 
league play can be advantageous to 
operators in a number of ways. 

“With the exception of drawing up 
some printed materials to promote 
registration for the leagues and 
having a season opening meeting 
each year, we are free from 
involvement. The leagues run them- 
selves.” 

Leagues elect their own officers 
and collect dues which can be used 
to cover expenses should a team 
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merit travel to regional or, if fortune 
so smiles, national tournaments. 

The leagues also lead to better 
relationships with the location own- 
ers who sponsor leagues without any 
cost to themselves, and who, 
Nemgar offers, “will double or triple 
their bar and machine business.” 
And with that kind of popularity 
established, it has been easy for 
operators to move into 35 cent and 
now 50 cent pool. 

Perhaps, most satisfyingly, the 
leagues give an operator firm footing 
when time comes to extend agree- 
ments with his locations. Nemgar 
boasts: “We haven’t had a location 
buy a table in four years.” 


Although 8-ball leagues are cur- 
rently centered in the midwest, there 
are a smattering of leagues else- 


where, including Canada, and efforts 
to expand the concept continue. The 
success of the All-American Cham- 
pionships should support that effort. 
It has already led to plans for the 
second such tournament, which has 
been announced by Bob Goodwin, 
director of the Billiard Congress of 
America, for June 4-8, 1980. 


Those playoffs will be held in 
Colorado Springs where the number 
of participating men’s teams will be 
double that of this year. It should be 
another banner tournament and 
operators can capitalize on the action 
now by beginning to promote 
leagues at appropriate locations in 
preparation for competition this fall. 

PM 
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Top: Spectators seem as serious as the players during early tournament 
action. Bottom: The victory shot sends jubilation through the Wheel Inn 
crowd, while dejection rules the faces of the Tam O’Shanter team and 
supporters. 
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GTB Olympics--definitely off 


A great deal of confusion has 
surrounded Games Tournament 
Board’s plans for a 1980 Coin 
Olympics, but Millie McCarthy, GTB 
president, insists they are off. 

_ McCarthy cited a conflict with a 
tournament to be sponsored by a 
number of national pinball manu- 
facturers, but, she went on, “our four 
years of work to create the kind of 
competition that will elevate all 
coin-operated games to national 
recognition as sports is a good 
concept.” 

After McCarthy’s first announce- 
ment to abandon tournament plans, 
James Ferguson, who as Tourna- 
ment Headquarters, Inc. has been 
carrying through the operations of 
the plans for the last year, claimed 
that it was “simply not so!” He 


contended that the International 
Coin Games “has not been can- 
celled. Any information you may 
have received to the contrary is 100 
percent fallacious.” 


“She didn’t consult me,” Ferguson 
told PLAY METER. “I’ve been 
working on this for a year and I’ve 
got—let’s just say quite a few 
thousand in it.” 


But McCarthy clarified the situa- 
tion when, shortly after Ferguson’s 
PLAY METER interview, she did 
consult him. “I talked with Jim and 
he was upset because we were in so 
heavy. 


“There is no question; she 
summarily waved aside the whole 
disappointment, “we need a unified 
industry promotion.” 


Cue scuffer introduced 


International Billiards has devel- 
oped the Brad Cue Scuffer to 
condition cue tips to hold chalk 
properly. The Scuffer corrects tips 
which have been impacted with chalk 
by, of course, scuffing the leather tip. 


The Scuffer is circular, pre-punch- 
ed for fastening to a cue case or key 
ring, and is made of stainless steel to 
maintain its abrasiveness permanent- 


ly. The piece is suggested to retail at 
3.95. 


Not all trade magazines tell it like itis, 
that’s why you need Play Meter. 


Subscribe to the magazine that 
truly tells it like it is-- Play Meter 


Please rush my subscription to PLAY METER for twelve months. I understand that my subscription 
also entitles me to receive twelve issues of PLAY METER’S mid-month Update Edition at no extra charge. 


C) U.S. and Canadian Subscription Rate - $25.00 
C) Europe and Japan - $45.00 (Surface Mail) 
L) Elsewhere - $50.00 (Surface Mail) 


U.S. and Canada, add $15 (check box) for FIRST CLASS MAIL 
Europe and Japan, add $25 ()(check box) for AIR MAIL 
Elsewhere, add $30 LJ (check here) for AIR MAIL 


L) Payment Enclosed 


COMPANY 
NAME 
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CITY 


() Operator CL) Distributor (JManufacturer CJOther 


C) Bill Me Later 


TATE — ZIP 


Mail To: Play Meter Magazine, 
P.O. Box 24170, New Orleans, LA 70184 
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Roger Lundine (left) and John 
Neven. 


Stern 
elevates execs 


Roger Lundine has been named 
vice-president of purchasing and 
John Neven is now vice president of 
finance for Stern Electronics. Lun- 
dine is the former director of 
purchasing and Neven formerly was 
controller. Both have been with the 
company since its inception. 

Prior to joining Stern, Neven was 
vice president and controller for 
Chicago Dynamic Industries and 
earlier was employed by the Seeburg 
Corporation. A native of Chicago, 
Neven holds a Bachelor of Science 
degree in commerce from DePaul 
University. 

Lundine, who also is a native of 
Chicago, is a frequent guest lecturer 
for the American Management Asso- 
ciation, speaking and conducting 
seminars on subjects related to 
purchasing. He holds a Bachelor or 
Arts degree in Business Management 
from Northwestern University and is 
a graduate of the Lake Forest 
College Advanced Management In- 
stitute. 





QUOTABLE: 

The teaching of politics is that the 
Goverment, which was set for 
protection and comfort of all good 
citizens, becomes the principal ob- 
struction and nuisance with which we 
have to contend. 


Ralph Waldo Emerson 
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Bally will fight casino machine issue 


Bally Manufacturing intends to 
fight a regulation set by the New 
Jersey Casino Control Commission 
that limits a casino from buying more 
than half its slot machines from any 
single manufacturer. 

The commission indicated that the 
regulation was intended to promote 
competition in the industry, but Bally 
apparently feels that the ruling is 


The robot smiles 


Searching for an attention attract- 
ing promotion gimmick? How about 
a robot? 

Already designated for appear- 
ances at the A.T.E. in London this 
January and the I.A.A.P.A. in New 
Orleans in November, the Design 
Plus Robot from Amico is in full 
production and available. 

Through a recent substantial order 
from Coca-Cola, the feasibility of 
marketing the robot has increased, 
according to Morris B. Nahum. “This 
robot was designed about a year and 
a half ago, but we could not reduce 
its price substantially until a produc- 
tion series could be manufactured.” 

The remote control “‘smiling”’ 
robot stands 60 inches high, weighs 
about 220 pounds, and sells for 
slightly less than $7000. 


Rowe makes changes 


Rowe International has announc- 
ed some personnel moves. 

Gordon Winfield, formerly a 
technical field service engineer with 
Rowe, has moved into the marketing 
division and will be directly responsi- 
ble for sales activities with state and 
federal agencies. 

Also, Wally H. Detrick, who has 
served as director of special accounts 
since 1942, will adjust his target area 
to the western region for that 
marketing department. In that capa- 
city Detrick will be responsible for 
national accounts, and _ distributor 
and military sales in the western area 
of the U.S. 

Meanwhile, Rowe has shut down 
its Houston distributorship. H.A. 
Franz & Co. has assumed distributor- 
ship of Rowe products for the region. 
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directly aimed at its operation. 


Citing a responsibility to the 
company’s shareholders, Bally an- 
nounced its intention to fight the 
ruling, even though its business 


would not be presently affected. 
Bally’s only two casino customers this 
year are Caesars World, which has 
already purchased their machines 


from Bally, and its own Bally Park 
Place, which has received an exemp- 
tion from compliance with the 
stipulation. 

Although the Bally complaint was 
registered when the regulation went 
into effect on June 22, no plan has 
yet been adopted to fight the ruling, 
according to Bally Attorney Cary 
Gann. 
















Williams Electronics recently held 
its first Annual Accent on Achieve- 
ment Conference at Marriott’s Lin- 
colnshire Resort near Chicago. 

“This Conference,” stated Michael 
Stroll, president of Williams, “was a 
forum for all the various disciplines at 
Williams to get together in a relaxed, 
informal atmosphere to discuss 
where Williams has been and where 
we are going.” 

All the departments at Williams, 
including engineering, marketing, 
game design, manufacturing, qual- 
ity, purchasing, and finance made 
presentations on the theme of the 
conference: “Pinball in the ’80s 
Williams’ role in the coin machine 
industry in the coming decade.” 

The conference concluded with 
the Accent on Achievement Award 
Dinner. The highlight of the dinner 
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Williams discusses goals and plans 


award for his special service to Williams. 


was an award presentation to key 
employees of Williams in five areas: 
technical, game design, manufac- 
turing/production, operations/sup- 
port and special achievement. 

This year’s Special Achievement 
Award was presented to Steve 
Kordek for his more than 40 years of 
contributions to the pinball industry. 
Steve, an avid golfer, was presented 
a set of golf clubs and a beautiful 
suede golf bag. 

Michael Stroll concluded, “The 
Accent on Achievement Conference 
was an outstanding success. Every- 
one came away from the conference 
with a better understanding of our 
goals and plans and we all renewed 
our pledge to continue to make 
Williams products the most innova- 
tive, highest quality and _ highest 
earning games in the industry.” 
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Cinematronics/Vectorbeam 
announces new appointments 


Lenore Sayers has been named 

marketing vice president of Vector- 
beam, Inc., a division of Cinematro- 
nics. 
In other Vectorbeam appointments, 
Debra Spear was named customer 
service manager and Joanne, who 
was the customer service manager, 
will head the credit department. 


“It’s a major step forward,” said 
Tom Stroud, the newly-elected 
president of Vectorbeam. 


‘“!'m as excited as I can be with 
Lenore and Debbie joining the 
Vectorbeam team,” he said. “Getting 
experienced people is always good, 
but getting experienced people of 
Lenore’s and Debbie’s caliber is an 
opportunity that doesn’t come often. 


“In less than two years,” he 
continued, “Cinematronics and Vec- 
torbeam have gone from being small 


Joe's RECREATION 
CENTER 


producers to becoming a major 
manufacturer. Bringing on people of 
this quality will not only establish us 
for years to come, but will show the 
whole industry that we are here to 
stay. 

“Bringing Joanne Anderson into 
credit is another step forward,” the 
Vectorbeam president said. “She is 
totally familiar with our customer 
base and can give sales and 
marketing all the data they need.” 

Lenore Sayers joins Vectorbeam 
after six years with Kee Games and 
Atari-- most recently in eastern 
regional sales. Her position will be to 
coordinate all sales and marketing 
activities and provide input for new 
game development. 

Debra Spear, customer service 
manager, joins Vectorbeam after five 
years in the service departments of 
Atari, Inc. and Namco America. 


“If this fantastic machine of yours is supposed to 
provide years and years of trouble-free recreation, 
why is it only guaranteed for six months?” 
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Sola joins Belam 


Frank Sola, a former regional sales 
manager and director of customer 
service for Cinematronics, has taken 
a position with R.H. Belam Com- 
pany, Inc. which will require both 
sales and electronics expertise. 

He joined Belam July 23 and will 
be working out of Belam’s Miami, 
Florida office for six to eight months. 

“Tll be getting involved in sales,” 
he told PLAY METER, “and I'll also 
be helping organize the electronics 
department there.” 

The versatile Sola began his 
involvement in the industry in the 
service department of Robert Jones 
International, now Bally Northeast 
Distributing. 

He also worked for Kush N Stuff 
before joining Cinematronics about 
twenty months ago. 

After his Miami duties are com- 
pleted, Sola will move to the New 
York office of Belam, there to 
coordinate the logic board service 
department and assist in sales. 

“We expect Frank to be of 
tremendous service to the Belam 
organization,” noted Robert Haim, 
Belam’s vice president. 


Rowe promotion 


Rowe International is offering a 
new twist to its summer jukebox 
promotion this year. Rowe is offering 
a new kind of prize to lucky drawing 
winners: money. 

Each jukebox an operator buys 
credits him a ticket, or part of a ticket, 
for the drawing. Every R-83 or CTI-2 
gets one ticket; every two RI-2’s or 
HMJ Hideaway’s get one ticket; and 
every five WRD Wallboxes get one 
ticket. 

Rowe will give away cash prizes of 
$5,000 in awards of $1,000 each. 
The promotion considers boxes 
purchased from July 1. 


License agreement 


David Rosen of Sega and Tom 
Stroud of Cinematronics and Vector- 
beam, have announced .an agree- 
ment whereby Sega will be pro- 
ducing Starhawk and_ subsequent 
games for the Japanese market. 

“This is a very good thing for both 
companies,” said Stroud. “We have 
never really made as big a dent in the 
Japanese market as we had hoped, 
and being represented by a company 
like Sega is a great step forward for 
US. 

Sega will manufacture Starhawks 
in its Tokyo facility under a license 
agreement and will produce subse- 
quent games released by Cinematro- 
nics/Vectorbeam in the future. 
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Hotel show features executive workshops 


Two executive development 
workshops, first sessions of their kind 
to be presented at the long-running 
International Hotel/Motel & Restau- 
rant Show, will be a special feature of 
the 64th annual presentation when it 
is held November 11-14 at the New 
York Coliseum. The workshops at 
the show will be a part of some 70 
hours of educational seminars on 
current topics of interest to the mass 
housing and feeding industries. 

“Profitable Management for the 
Eighties” will be the subject of one of 
the workshops, to be offered Mon- 
day, November 12. It will be held at 
Sheraton Center and will include the 
opening luncheon of the trade show. 
Guest speaker at the luncheon will be 


the highly respected commentator, 
Eric Sevareid. 

Conducting the discussion will be 
Dr. George S. Odiorne, professor of 
management at the University of 
Massachusetts and president o 
MBO, Inc. 


A second executive workshop— 
this one at the New York Coliseum— 
will be given Tuesday, November 13, 
and will deal with “A Marketing 
Package to Meet Changing Consu- 
mer Lifestyles.” 


According to Dr. Roger Blackwell, 
professor of marketing at Ohio State 
University, who will conduct the 
session, “identifying shifts in leisure 
and lifestyle patterns may be the 


single most important method of 
isolating opportunities for new strate- 
gies and business ventures that will 
produce accelerated growth and 
profitability in the decade ahead.” 

This year’s show is expected to 
host some 60,000 worldwide repre- 
sentatives in the mass housing and 
feeding industry. Aside from the 
aforementioned educational pro- 
grams, the trade show offers more 
than 550 exhibits on three floors of 
the New York Coliseum. The 111th 
Salon of Culinary Art, drawing 
master chefs and private entries from 
throughout the United States, and a 
special International Hospitality Ball 
are two additional highlights of the 
presentation. 


Brunswick promotes Hayes and McGarvey 


Brunswick Corporation has an- 
nounced two appointments within its 
consumer division. Henry W. Hayes, 
Jr. has been named sales manager of 
the division and George McGarvey 
has been elevated to the position of 
Candian sales representative. 

Hayes will be responsible for 
domestic and international consumer 


sales, while McGarvey will handle 
the division’s Canadian accounts. 
The consumer sector of Brunswick 
manufactures and markets a line of 
home and commercial equipment, 
including billiard tables and supplies, 
home pinball machines, and game 
tables. 

Hayes entered the Brunswick 


consumer division in 1975 as 
product manager of coin-operated 
games, and in 1977 became product 
manager of billiard accessories, 
electronic games, and new products. 
McGarvey has been with Bruns- 
wick since 1948 and most recently 
was distribution supervisor at Bruns- 
wick’s Mississauga, Ontario office. 


Worldwide Coverage of 
the Amusement Industry 


ami 
MARKETING INTERNATIONAL CORP. 
(A Subsidiary of Siben Holding Corp.) 


EMPIRE STATE BUILDING 


350 FIFTH AVENUE 


PLAY METER, August, 1979 


NEW YORK, N.Y. 10001 





New champ rides Williams pin to notoriety 


It took a soft chair, a 24 hour 
bowling alley, and an_ agreeable 
Williams pin, but Sonny Ciavatta 
managed 228 continuous hours of 
pinball wizardry to move himself into 
prominence as the new world record 
holder. 

Ciavatta performed his feat on a 
World Cup machine, often hoarding 
his alloted 5 minute per hour breaks, 
sometimes playing as long as ten 
hours straight without a “break, and 
sleeping for no longer than. 35 
minutes at a time throughout the 
ordeal. 

The Riverside, California carpet 
salesman received encouragement 
from his wife, who had originally 
termed the effort as “something out 
of the twilight zone,” his boss, who 
gave him extra days off to recover, 
and myriads of bowlers who gather- 
ed to cheer the rotund, spectacled 
fanatic toward his goal of 250 hours. 

Ciavatta came up short of his goal 
but in control-of the record when he 
ceased playing early Saturday morn- 
ing, June 23. He was awarded the 


machine and $1,000 in quarters by 
Jerry Schweiger, the manager of the 
bowling alley, Town Square Lanes. 
“He started hallucinating Tues- 
day,” offered Schweiger. “He asked 
our mechanic if he’d put a trick ball in 
there. And he said the little men on 
the machine were moving around.” 
Ciavatta’s record is further bolster- 
ed by the fact that he spent only one 


quarter to break the record. Through 
the nine days and nights of contin- 
uous playing, the new champ won 
nearly 3,000 free games. 

As to how he was spending his 
free time before going back to work, 
Ciavatta was at it again Sunday, 
June 24—on a different machine. 
Perhaps familiarity does breed con- 
tempt. 





Bally explodes with KISS 


“We are exploding with excite- 
ment over the total promo package 
for our Kiss flipper,” said Tom 
Nieman, Director of Marketing, Bally 
Pinball Division. “‘We’ve joined 
forces with Boutwell, Inc., Kiss’s 
licensing and merchandising firm and 
Casablanca Records to put together 
one of the hottest, most complete 
promotions this industry has ever 
seen.” 

The total package includes radio 


station giveaways in twenty major 
markets—ten of those will put a Kiss 
machine on display in a major record 
store; a “take your picture with Kiss” 
contest with all contestants required 
to pose im Kiss make-up and 
costume; 4-foot by 4-foot point of 
purchase displays in distributor show 
rooms; and the newest Kiss single 
(45 RPM), shipped with every game, 
as well as the usual posters, T-shirts, 
and iron-ons. 












TOKENS e TOKENS e TOKENS 


(STOCK AND CUSTOM) 


FOR ALL MAKES OF GAMES, 


TURNSTILES & VENDING MACHINES 


PRIZE REDEMPTION & TRADE CHECKS 


CASINO SLOT & GAMING COINS 


Phone or write for catalog & samples 


VAN BROOK OF LEXINGTON, INC. 
P.O. BOX 5044, LEXINGTON, KY. 40555 


(606) 255-5990 
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Catch the action in STERN’S 
latest money earner, MAGIC. 
Attractive art enhances the 
reliability and play appeal 
operators have come to expect 
from STERN products. Casta 
spell over your locations and 
make a solid investment. Go 
for STERN MAGIC at your 
Keoler=| ow i=in ih melicaegielencel@ | 


ELECTRO VICS, 


1 725 a Diversey a ay, | ), HH 614 - 2 ee Electronic System designed 
3 : hy e se SHI Ae a & manufactured by 
URL, Inc., A STERN Subsidiary 





ALABAMA 

Birmingham Vending 

540 Second Avenue North 
Birmingham, Alabama 35200 
(205) 324-7526 


Franco Distributing 

1469 Jean Street, P.O. Box 927 
Montgomery, Alabama 36104 
(205) 834-3455 


ARKANSAS 

Godwin Distr. 

2024 W. 38th 

North Little Rock, Ark. 72118 
(501) 753-1138 


CALIFORNIA 

Advance Automatic Sales 
1350 Howard Street 

San Francisco, Ca. 94103 
(415) 864-0400 


C. A. Robinson Company 
2301 W. Pico Blvd. 

Los Angeles, Ca. 90006 
(213) 380-1160 + Arizona 


COLORADO 

Continental Divide 

778 S. Sante Fe Drive 
Denver, Colorado 80223 
(303) 778-7778 


Rowe International 
2830 W. Ninth Ave. 
Denver, Colo. 80204 
(303) 534-6308 


Mountain Coin 

50 Rio Grande Blvd. 
Denver, Colo. 80223 
(303) 629-6804 


FLORIDA 

Belam Florida Corporation 
1541 N.W. 165th Street 
Miami, Florida 33169 
(305) 621-1415 


Rowe International 

60 Riverside Avenue 
Jacksonville, Fla. 32202 
(904) 356-0256 


Southern Music Distr. 
503 W. Central Blvd. 
Orlando, Fla. 32801 
(305) 843-4302 


GEORGIA 

Greater Southern Distr. 
2164 Marietta Blvd. N.W. 
Atlanta, Ga. 30318 

(404) 352-3040 


Peach State Distr. 
1040 Boulevard S.E. 
Atlanta, Ga. 30318 
(404) 622-4401 


ILLINOIS 

Empire Distributing Company 
2828 North Paulina 

Chicago, Illinois 60657 
(312) 871-7600 


World Wide Distributing 
2730 W. Fullerton Ave. 
Chicago, Illinois 60647 
(312) 384-2300 


INDIANA 

Empire Distr. 

1343 Sadlier Circle, South Dr. 
Indianapolis, Indiana 46239 
(317) 352-0466 


J & J Distr. 

1352 N. Illinois Street 
Indianapolis, Indiana 46207 
(317) 634-3571 


IOWA 

Philip Moss & Co. 

1420 Locust Street 

Des Moines, lowa 50309 
(515) 288-3331 


KENTUCKY 

Kentucky Coin Machine 
6005 Fern Valley Road 
Louisville, Ky 40228 
(502) 966-5266 


LOUISIANA 

A.M.A. Distr. 

1711 Saint Charles Avenue 
New Orleans, La. 70103 
(504) 529-2315 


STERN DISTRIBUTORS 


UNITED STATES 


S & H Novelty 

1550 Bolinger Street 
Shreveport, La. 71103 
(318) 222-1642 


MARYLAND 

General Vending Sales 
245 W. Biddle Street 
Baltimore, Md. 21201 
(301) 837-4119 


MASSACHUSETTS 
Bally Northeast Distr. 
880 Providence Hiway 
Dedham, Mass. 02026 
(617) 329-4880 


MICHIGAN 

Empire Distr. 

19679 John R. Drive 
Detroit, Mich. 48203 
(313) 368-8500 


Empire Distr. 

1939 S. Division 

Grand Rapids, Mich. 49507 
(616) 243-3644 


MINNESOTA 

Lieberman Music Company 
9549 Penn Ave. South 
Minneapolis, Minn. 55431 
(612) 887-5300 

(800) 328-2844 (Toll Free) 


MISSOURI 

L & R Distr. 

1901 Demar Blvd. 
St. Louis, Mo. 63103 
(314) 421-3622 


Philip Moss & Co. 

1601 Forest Street 

Kansas City, Mo. 64108 
(816) 421-4570 + Kansas 


NEBRASKA 

Philip Moss & Co. 
1514 Davenport St. 
Omaha, Neb. 68102 
(402) 346-3933 


NEW JERSEY 

Betson Enterprises 

3726 Tonnelle Ave. 

North Bergen, N. J. 07047 
(201) 864-2424 


NEW YORK 

Albert Simon, Inc. 

587 Tenth Ave. 

New York, New York 10036 


(212) 564-0006 or (516) 842-4242 


NORTH CAROLINA 
Brady Distributing 

1900 W. Morehead Street 
Charlotte, N. C. 28202 
(704) 373-1211 


OHIO 

Cleveland Coin International 
17000 S. Waterloo Road 
Cleveland, Ohio 44110 
(216) 692-0960 


Cleveland Coin International 
7029 Huntley Road 
Columbus, Ohio 43229 
(614) 846-8590 


Monroe Distributing 
2423 Payne Avenue 
Cleveland, Ohio 44114 
(216) 781-4600 


Monroe Distr. 

1424 Stanley Road 
Dayton, Ohio 45404 
(513) 223-0550 


Shaffer Distr. 

1100 W. Third Ave. 
Columbus, Ohio 43212 
(614) 224-6800 


Shaffer Distr. 

2126 E. 21st Street 
Cleveland, Ohio 44115 
(216) 241-2651 


OKLAHOMA 

Culp Distr. 

614 W. Sheridan Ave. 
Oklahoma City, Okla. 73102 
(405) 232-9591 


OREGON 

McKee Distr. 

5440 S.E. 26th Ave. 
Portland, Oregon 97202 
(503) 234-7225 


PENNSYLVANIA 

Active Amusement Machines 
666 N. Broad Street 
Philadelphia, Pa. 19130 
(215) 684-1600 


Atlas Music Company 
2231 Fifth Avenue 
Pittsburgh, Pa. 15219 
(412) 471-1704 


SOUTH CAROLINA 
Rowe International, Inc. 
1104 Shop Road 
Columbia, S.C. 29201 
(803) 799-3540 


TENNESSEE 

Game Sales Company, Inc. 
444 Monroe Avenue 
Memphis, Tenn. 38103 
(901) 525-8351 


Sammons-Pennington-Nashville 
214 Sixth Avenue South 
Nashville, Tenn. 37203 

(615) 244-3020 


TEXAS 

Allcoin Equipment Company 
1811 S. Alamo Street 

San Antonio, Texas 78204 
(512) 222-2306 


Commercial Music Co. 
1550 Edison Street 
Dallas, Texas 75207 
(214) 741-6381 


H. A. Franz Co. 

606 Dennis Street 
Houston, Texas 77006 
(713) 523-7366 


Lovell Company 

1609 University Ave. 
Lubbock, Texas 79401 
(806) 762-0666 


State Music Company 
3100 Main Street 
Dallas, Texas 75226 
(214) 744-3477 


UTAH 

Mountain Distr. 

3753 S. State Street 

Salt Lake City, Utah 84115 
(801) 262-5493 


Struve Distr. 

276 W. 1st South 

Salt Lake City, Utah 84101 
(801) 328-1636 


WASHINGTON 
Music-Vend Distr. 

1550 Fourth Ave. South 
Seattle, Wa. 98124 
(206) 682-5700 


WISCONSIN 

Empire Distr. 

2267 Main Street 
Green Bay, Wis. 54302 
(414) 468-5200 


Pioneer Sales 

N55 W13875 Oak Lane 
Menomonee Falls, Wis. 53051 
(414) 781-1420 


CANADA 


ALBERTA 

Dons Vending Ltd. 

7121 104 Street 
Edmonton Alberta, Canada 
(403) 434-2433 


ONTARIO 

New Way Sales 

1239 Queen Street West 
Toronto 3, Ontario Canada 
(416) 532-4481 


QUEBEC 

Laniel Automatic 

151 Rockland Road 
Montreal 16, Quebec Canada 
(514) 731-8571 


VANCOUVER 

J. E. Weatherhead Distr. Ltd. 
4318 Dawson Street 

Burnaby B.C. Canada V5C4B6 
(604) 294-8271 


EXPORT 


AUSTRALIA 

Leisure & Allied Industries 
34 Palmerston Street 

Perth West Australia 6000 
Phone: Office: 09-3283611 
Telex: 97202 


BELGIUM 

Ets C. Van Brabant 
Belgielei, 134 

B-2000 Antwerp Belgium 
Phone: Office: 031-393970 


Cable Address: Tonalty, Antwerp 


CANAL ZONE 

Isthmian Vending Corp. 
P.O. Box 939 

Albrook AFB, Canal Zone 
Phone: Office: 623400 
Telex: 3483050 


ENGLAND 

London Coin Machines Ltd. 
22/24 Brommels Road 
London SW4 OBO England 
Phone: Office: 01-720-1201 
Telex: 896616 


FINLAND 
Raha-Automaattihdistys 
P.O. Box 185 

SF-00171 

Helsinki 17, Finland 
Phone: Office: 358-051131 
Telex: 123418 


Sellmatik 

Toppelundsv 3E 

01171 Esbo 17, Finland 
Phone: Office: 42-4240 


FRANCE 

Ets Bussoz S.A. 

79-81 Rue de Clignancourt 
Paris 18, France 


Phone: Office: 606-0051 or 0052 


D’Rosario Home: 627-2422 
Telex: 660540 


GERMANY 

Erich Schneider GMBH & Co. 
9 Lagerstrasse 

2 Hamburg 6, West Germany 
Phone: Office: 040 439-5051 
Telex: 2173333 


GUAM 

Guam Music, Inc. 

P.O. Box 631-Blake Building 
Agana, Guam 

Phone: Office: 42-1234 
Telex: 6390 


HONG KONG 

Club Specialty Overseas, Inc. 
803 Sutherland House 

3 Chater Road, Hong Kong 
Phone: Office: 5-264-509 
Telex: 63498 


IRELAND 

Joyland Amusements Ltd. 
58 Mallusk Road, Hyde Park 
Co, Antrim, North Ireland 
Phone: Office: 4823678 
Telex: 627658 


JAPAN 

Sega Enterprises Ltd. 
Tokyo International Airport 
P.O. Box 63 

Tokyo 149, Japan 

Phone: Office: 742-3171 
Telex: 22357 


SWEDEN 

Bally Scandinavia 
Industrivagen 5 

17148 Solna, Sweden 
Phone: Office: 08730-02-65 
Telex: 17695 


SWITZERLAND 
Novomat A.G. 
Grabenakerstrasse 11 
4142 Munchenstein 1 
b/ Basel Switzerland 


Off.: 061-467560 Telex: 63257 


TECHNICAL TOPICS 





By Bob Hornick 


Capacitance: characteristics 





[Ed. Note: Capacitors are a much 
used item in electronics. They are 
basic components with multiple 
applications and not always com- 
pletely understood. The following is 
an excerpt dealing with capacitors 
from the newly published book by 
Bob Hornick, Electronic Pinball 
Electronics. 

As in the study of any electronic 
component, the capacitor and _ its 
physical characteristics and electronic 
applications, would require much 
more space than we have. Actually, 
entire books have been written on 
one application alone! Bob Hornick 
gives us a good overall view and will 
entice the inquisitive mind to seek to 
learn more about these simple 
devices. | 


CAPACITIVE DEVICES 

Capacitive devices affect circuit 
operation by making use of the 
relationship between current flow 
and electric fields. Capacitors are 
devices that introduce this effect to 
the circuit intentionally. Some other 
components have capacitance asso- 
ciated with them as a secondary 
characteristic which can also affect 
their performance. 


Capacitance and Capacitors 
Capacitance is the ability of two 
individual conductors to store a 
charge between themselves. In an 
ordinary open circuit, a voltage 
source “sucks” electrons into a 
positive terminal and pushes elec- 
trons out from a negative terminal. 
Consider the attachment of the 
battery in Figure 1 to a pair of wires. 
When the pair is attached, the 
battery removes electrons from the 
first wire and pumps electrons into 
the second wire. There is a small 
current flow at the moment of 
contact. This process is called 
“charging” and establishes a voltage 
on the wires by depletion or addition 
of electrons. If the wires were very 
long, a large number of electrons 
would have to be pumped, meaning 
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more current flow, and also more 
charge. When the battery is removed 
the two wires will still have the charge 
left on them until leakage into the air 
or connection of a circuit between 
them allows current flow from the 
second wire to the first. 

The amount of charge stored 
depends upon the voltage used to 
charge the wires and the actual value 


Figure 1 





Figure 2 
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of capacitance of the wires. Capaci- 
tance is measured in farads and is 
increased by increasing the size of the 
conductor. 

Two other characteristics affect 
capacitance even more. These are 
the face-to-face cross sectional area 
and the physical distance between 
the two conductors. By increasing 
the area and making the separation 
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very small, the positive charge of one 
conductor actually attracts electrons 
to the other conductor and vice- 
versa, helping to hold the charges in 
place. In practical capacitors, foil 
plates are used to achieve larger 
areas and insulators enable the plates 
to be brought very close without 
shorting. 

Consider the two circuits in Figure 
2. In the first, an AC voltage is 
applied to two capacitor plates. As 
the voltage increases, more and 
more current flows to charge the 
capacitor plates. When the positive 
peak voltage is reached, no more 
current flows into the plates. As the 
voltage begins to decrease, current 
begins to leave the capacitor and flow 
in reverse through the wires. Thus, a 
capacitor can allow an AC current to 
flow even if it is wired in series in a 
circuit. 

The second circuit is very similar to 
the first, except a PDC voltage is 
applied to the capacitor instead. 
When the applied voltage is in- 
creasing, a positive current is flowing 
in the capacitor to charge it up. 
However, as the voltage decreases, 
the capacitor’s voltage must decrease 
too, so current flows out of the 
capacitor in the reverse direction— 
even though there is still a positive 
voltage! Capacitors can therefore 
also be used to conduct AC currents 
or the AC components of a PDC 
voltage. 

The impedance of a capacitor 
decreases as frequency increases. 


Capacitor Ratings 

Capacitors can store large charges 
for a long period of time, depending 
upon the insulation used. The value 
of capacitance (in farads) represents 
a ratio of how many coulombs of 
charge can be stored at a given 
voltage. The more charge that can be 
stored at acertain voltage, the higher 
the capacitance. 

The rating of a capacitor is 
expressed in farads of capacitance 
and volts of insulation protection. 
This latter value represents the 
maximum voltage that may be 
applied to the capacitor. Thus, a 5 
microfarad capacitor with a 10 volt 
rating can be used only for storing up 
to 5 giFx10V = 50 microcoulombs of 
charge or less. 

Sometimes, two voltage ratings 
may be given. The peak voltage is 
the maximum voltage to which the 
insulation may be exposed and only 
for a brief moment. The working 
voltage (WV) is the maximum 
voltage that the insulation should be 
exposed to for any length of time. 

If static electricity is encountered 
by a capacitor, it is simply charged up 
slightly and absorbed by the capaci- 
tance. Even static discharges of 
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several thousand volts will not 
damage the capacitor insulation as 
long as the capacitance of the 
capacitor is large enough to absorb all 
the electrons as a charge without 
exceeding the insulation rating. This 
is not a problem in the capacitors 
used in games, but other capacitive 
devices may be damaged, such as 
MOS transistors. 

A variety of methods are used to 
manufacture capacitors. Two of the 
common methods are shown in 
Figure 3. The different constructions 
and values result in many different 
package shapes and sizes. It is 
interesting to take apart bad capaci- 
tors to observe their insides. 


Equivalent Series Resistance and 
Equivalent Series Inductance 

Equivalent series resistance in a 
capacitor is due to the resistance of 
the capacitor material. It is negligible 
in game circuits. 

Equivalent series inductance is 
sometimes important in some power 
supply regulator circuits. The com- 
bined effect of inductance and 
capacitance in the same circuit 
produces a sharp increase or de- 
crease in impedance at one particular 
frequency called the resonant fre- 
quency. For example, the resonant 
frequency of a disc capacitor may be 
roughly 10 MHz while a solid 
tantalum capacitor may only be 
about 10 KHz. Replacement capaci- 
tors should be of the same type as 
specified by the manufacturer, partic- 
ularly in power supplies. Otherwise, 
oscillations may occur. 


RC Time Constants 

By placing a resistor in series with 
a capacitor, the rate of charge and 
discharge of a capacitor can be 
slowed and is important in under- 
standing timing circuits and power 
supply filters. 

The charging and discharging 
curves for a capacitor are not straight 
lines, indicating that current flow 
changes as a capacitor continues its 
charging and discharging. The actual 
charging rate depends upon the 
value of the capacitance, the value of 
the resistance, and the charging 
voltage. Because of the way it is 
defined, the RC time constant, 
though, is independent of the 
charging voltage (as long as it 
remains constant). 

Starting with a discharged capaci- 
tor, the voltage across the resistor is 
equal to the charging voltage. 
Current flow is equal to: 


E charging 
R 


As the capacitor charges, the 
difference in voltage decreases across 


= 


the resistor, decreasing current flow. 
Theoretically, the capacitor never 
finishes charging, and for this reason, 
charging rates are defined as the time 
it takes for a capacitor to reach 2/3 of 
the charging voltage or to discharge 
to 1/3 of its charged voltage. This 
time constant is calculated by: 
T=RxC 

where T is the time in seconds, R is 
the resistance, and C is the capaci- 
tance. 

For example, if a 10,000 ohm 
resistor and a 500 microfarad 
capacitor were charged with a 10 volt 
battery, it would take: 


T=RxC 
= 10,000ax0.0005F 
= 5 seconds 
to reach 2/3 of 10 volts, which is 6.6 


volts. 


Non-Electrolytic Capacitors 
Non-electrolytic capacitors are 
made using such insulators as mylar, 
ceramic, mica, paper, and poly- 
styrene. They come in values from 
picofarads to several microfarads, 
with anywhere from a few volts 
insulation to a few kilovolts insula- 
tion. Non-electrolytic capacitors can 
be connected without regard to 
polarity. They may be disc, tubular, 
or box shaped. Don’t confuse the 
older schematic symbol of a non- 
electrolytic capacitor with the symbol 
used for electro-mechanical pinball 
switch contacts. (See Figure 4.) 


Electrolytic Capacitors 

Electrolytic capacitors have very 
large capacitances in the range of 1 
microfarad to over 100,000 micro- 
farads. They are polarized, which 
means that they must be inserted in a 
circuit in the right direction, making 
them unsuitable for AC circuits. Their 
advantage is a small size-to-capaci- 
tance ratio. 

The negative plate of an electro- 
lytic capacitor is made of copper or 
nickel. The positive plate is either 
aluminum or tantalum, the latter 
being a little more expensive. A 
phosphate or borate solution in-be- 
tween the two plates causes oxides of 
the aluminum or tantalum to be 
produced whenever a voltage is 
applied to the capacitor in the right 
direction. These oxides are excellent 
insulators, and depending upon the 
individual capacitors, are good for 
voltages from 3V to about 500V. 
They are also very thin which means 
that the plates may be very close 
together, making large values of 
capacitance in a small size possible. 
Caution is always advised when 
replacing electrolytic capacitors to 
observe polarity. With reverse po- 
larity, no insulation is produced. This 
means current may flow, which can 
heat the capacitor high enough that 
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steam will blow the capacitor apart, 
and can cause injuries to persons 
nearby. With high enough current, 
this can happen in less than a few 
seconds. 


Failure Modes of Capacitors 

Capacitors can fail in one of three 
ways. The first is by leaking current. 
Here, the insulation is slightly broken 
down and the capacitor has trouble 
holding its charge. The second mode 
is a more serious symptom than the 
first, and this is a dead short. The 
third way is an open where the 
external leads become broken in- 
ternally before reaching the capacitor 
plates. 

Capacitors can be checked to 
some degree with an ohmmeter. It is 
best to play with some spare 
capacitors first on different ohm 
scales and directions to see how 
capacitors become charged by your 
meter and discharge into it. 
capacitor checker is a useful instru- 
ment for complete capacitor check- 
ing but unnecessary for games work. 
Usually, the ohmmeter is useful in 
determining if a capacitor leaks, is 
open or shorted. Placing a known 
good capacitor in parallel with a 
suspected open capacitor in a circuit 
is a quick way to make a check in a 
live circuit. A rare capacitor problem 
is the leaking of the insulation above 
a specific voltage. Depending upon 
the circuit, removal of the capacitor, 
or further checking with your volt- 
meter or an oscilloscope will verify 
the situation. 


Capacitors’ Roles in Circuits 

Capacitors are used in four 
different ways in games. They are 
used to: 

1. filter power supplies 

2. bypass high frequency com- 
ponents to ground in voltage 
regulators 

3. deglitch power supplies and 

signal lines 

4. block DC and couple AC in 

various Circuits 

The first three applications use 
capacitors in parallel and the last uses 
them in series. When in parallel, as in 
Figure 6, a capacitor is charged up by 
the peaks of a PDC voltage and 
supplies current during the lower 
voltage section of the voltage. This 
smooths out the AC component of a 
PDC voltage. It can also be 
considered that the capacitor con- 
ducts the AC component to ground, 
giving rise to the term “bypassing 
capacitor.” 

In the DC blocking or AC coupling 
circuit (depending upon what you’d 
like to call it), the capacitor prevents 
a DC current from flowing but allows 
the AC component to flow through 
the load. PM 
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Common Markings on Electrolytic 
Capacitors to Indicate Polarity 


ELECTROLYTIC 
CAPACITORS 


Large Electrolytic ““Can”’ Capacitor 
with screw type terminals 


capacitor in parallel 


Figure 5. 


Figure 6 
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If you’ve been burned... 
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“the art of suing your broker 


is knowing just when to stop short 


of beginning a real lawsuit” 


—s 2): 


How many of you have taken a 
bad burning in the stock market and 
fantasized about suing the SOB who 
sold you the stuff? Until recently, 
such an idea was a fantasy. But 
today, the old clubby securities 
business—that sacrosanct near-insti- 
tution that protected and hid its con 
artists and jerks—is breaking up. 
Investors are now able to stand on 
equal ground with brokers. And that 
means, if necessary, suing the SOBs! 

The odds are good that you don’t 
need a lawyer—at least, not yet. You 
hardly want to go to court unpre- 
pared and angry. Here’s how to start 
if you’ve gotten burned. 

Actually, the art of suing your 
broker is knowing just when to stop 
short of beginning a real. lawsuit. 
Most brokerage folks shudder at the 
mere threat of being sued. The 
thought of all that bad publicity and 
resulting loss of public confidence 
stacks the deck in your favor. 

That’s why, first, you should 
follow a prescribed (though unoffi- 
cial) complaint hierarchy. To begin, 
lay down exactly what your com- 
plaint is. Get photo-copies (never 
give up originals!) of everything that 
pertains to your grievance: docu- 
ments such as monthly statements, 
buy/sell orders, any written recom- 
mendations from your broker, and so 
forth. All of this material should be 
forwarded, either by registered mail 
or in person, to your broker and his 
branch manager. 

It’s possible that, at this level, your 
complaint may be met with plenty of 
brokerage b.s. If so, move right on to 
the firm’s compliance officer. You 
should, at the same time, send a 
letter to the firm’s president stating 
clearly and calmly all of the details of 
your case. (Although he may not 
read the letter, someone will. And 
chances are you'll get some action.) 

If nothing happens after a reason- 
able period of time, write again. This 
time, make the letter much more 
emphatic and pointed. Gear it 
toward the entire brokerage house. 

If your case ever goes to court, this 
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letter could be used as evidence. Be 
sure it’s well-written—and, above all, 
not libelous! 

Certainly, you are bound to get a 
response after letter number two. If 
the firm admits it was wrong and 
offers to refund the losses you 
incurred because of their error, that’s 
fine. Mission accomplished; case 
closed. 

If, however, you receive a reply— 
perhaps from the firm’s attorneys— 
saying you have no justifiable 
grounds to complain, further action is 
called for. Obviously, threatening a 
lawsuit isn’t enough. Your only 
alternatives are to let the matter drop 
or take your grievance higher up on 
the ladder. 

The Securities and Exchange 
Commission (SEC) refers to itself as 
an “independent, bipartisan, quasi- 
judicial agency” of the government. 
Ostensibly, the SEC protects in- 
vestors from the securities industry. 
The SEC has recently proposed 
closer client-broker resolutions in 
cases involving less than $5,000. 
Congressional enactments such as 
the Securities Act of 1933, the 
Securities Exchange Act of 1934 and 
the Investment Advisors Act of 1940 
back up the SEC’s securities litiga- 
tion. 

To locate the regional SEC office 
nearest you, write to SEC, 500 North 
Capitol St., Washington, DC 20549. 
Before writing them about your 
grievance, however, familiarize your- 
self with some of their work. Then 
compose a letter describing your 
grievances in detail. Send copies of 
this letter to your state commissioner 
of securities as well as to the most 
prominent stock exchanges at which 
your brokerage house does business. 

At any of these regulatory bodies, 
arbitration proceedings may then 
take place. However, this may not 
do you much good, since, in many 
cases, the arbitration boards are 
comprised of brokers. However, you 
don’t have to accept the board’s 
findings. Your next recourse is to go 
to court. 
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Sue Your Broker 





By Arthur B. Hollander 


As you probably know, you must 
have legitimate grounds for taking 
your case to court. Just because you 
bought a rotten stock just before it 
went off the board is hardly grounds 
for a lawsuit. But if the stock was sold 
to you under false pretenses, that’s 
another matter. While there are 
many grounds for suing, here are 
some of the more common ones: 


Timing. When his buy/sell orders 
are executed on the open market is 
one of the largest customer com- 
plaints. The investor should imme- 
diately ask for a corrected version if a 
written order errs in any respect. 
Verbal orders ‘:made—and botched 
up—over the phone are the real 
problems. The phone is used most 
frequently as a means of exchange 
by brokers and customers, and one’s 
word is his bond. 

Churning. Probably the most 
blatant form of brokerage abuse, 
churning involves much in-and-out, 
short-term trading swings, resulting 
in huge broker commissions. “Churn 
and earn” is an ever-present part of 
the business, even though respected 
houses frown upon it. 

Manipulation. It frequently hap- 
pens that a broker has a vested 
interest in a stock he’s pushing and 
will try to make the stock seem better 
than it really is by a number of 
unorthodox methods (for instance, 
inflating earnings and trading-volume 
prospects) . 

Unauthorized discretion. With dis- 
cretion, a broker has a type of power 
of attorney over his customer’s 
account. However, unless the in- 
vestor has given this authority in 
writing to his broker, the latter cannot 
trade at will. Discretionary accounts 
have been abolished from some 
major brokerage firms who are aware 
of the inherent abuses. 

Out-and-out fraud. Obviously, a 
ridiculous deal that ends up misrep- 
resenting a security being sold is a 
clear-cut case of fraud. Even after all 
losses are reimbursed, however, an 
excellent case for a lawsuit exists. 





The plaintiff may be entitled to 
punitive and exemplary damages. 

Inside information. If a broker uses 
unreleased information to procure an 
unfair advantage for either himself or 
his clients over other shareholders he 
is accountable. (One broker was 
indicted after he tipped off only his 
customers to get out just before a 
particular stock toppled, for in- 
stance.) e 

Broker misconduct. When dealing 
with the public, a broker is supposed 
to follow specific codes of conduct. 
The NYSE says that one rule 
commonly violated is the “know your 
customer” rule. This can cover a 
wide area. But, most commonly, it 
includes elderly widows who are 
bilked by their brokers. 

Blue-Sky laws. These laws, which 
are state-regulated, deal with the 
commerce and registration of securi- 
ties within the state. It’s possible that 
a specific state violation can be 
applied to the overall case as 
supportive evidence. 


These are just a few of the reasons 
to sue your broker, of course. If 
you're really convinced that you 
have a valid case, and have reached 
a dead-end in trying to get a pre-trial 
settlement, you may then proceed 
directly to court. 

You know, of course, that you'll 
be dealing with Big Boys who play 
pretty tough. First, when they find 
out you’re serious about a lawsuit, 
they'll probably offer you a pretrial 
pittance. They may bait you with a 
small amount—and you may very 
well take the bait. It’s possible that the 
thought of being a David fighting a 
Goliath brokerage house scares the 
hell out of you. Or maybe you just 
don’t want to invest the time 
necessary to bring your suit to court. 

Whether or not you throw in the 
towel at this point depends on a 
number of factors. You should 
discuss the matter with your potential 
attorney. If he’s a good one, he 
should be able to tell you if you 
should take the settlement and stay 
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out of the courtroom, or if your 
opposition’s gesture is a sign of 
weakness. If he feels you have a solid 
case, the final decision is up to you. 
Think over the plus factors as well as 
the minus ones. 

The minus factors are fairly 
apparent. You may not have the 
time or the stamina for pursuing the 
matter to the courtroom. Besides, 
Goliath may have a battery of the 
best lawyers on Wall Street to 
represent him. Your lawyer usually 
won't even look at the case on a 
contingency basis; rather, his fees 
and other expenses will probably be 
sky-high if he’s good. And, of 
course, you may lose. 

Then, on the plus side, you will 
earn the satisfaction of following 
through on something you genuinely 
believe in. Perhaps in the jury will be 
one or two jurors who have 
accumulated a number of broker 
grievances themselves. If fraud is 
really involved, you stand to be 
awarded treble punitive damages as 
well as court costs. Besides, what can 
beat the satisfaction of winning? 

This is one type of case where it 
pays to have the best legal repre- 
sentation you can afford. There are a 
number of legal pitfalls that a good 
lawyer, with a proven track record of 
securities litigation, can foresee and 
overcome. The lawyer you’re look- 
ing for is probably a real maverick, 
with an anti-establishment style. It’s 
possible he also lives miles away from 
you. It’s worth it to track him down if 
he’s good...and if you expect to win. 
Find him by consulting your state bar 
association’s list of recommended 
attorneys. Or investigate the publish- 
ed reports of securities litigations at a 
local law school library. Write down 
the names of the lawyers who won 
the most important decisions. 


It’s quite possible, of course— 
almost inevitable—that if he’s good, 
he'll cost plenty. If the fees are 
prohibitive, you might try, as Richard 
Ney suggests in The Wall Street 
Gang, to enlist other stockholders 
who have the same complaint. Ney 
suggests advertising tor them, or 
getting your lawyer to obtain (legally) 
their names from the broker or 
brokerage house in question. While a 
shared complaint divides the total 
legal fees, it may weaken your case 
by adding muted shadings to the 
proceedings. Consider your options 
carefully. 

Be sure to level with your lawyer, 
once you've gotten him. Tell him 
about any mistakes you might have 
made: otherwise, the opposition may 
use them against you. And, techni- 
cally, if you withhold any information 
favoring the brokerage house, they 
could countersue! 

How does this _ broker-investor 
breach come about to begin with? 
While the rule to the investor is 
“investigate before you invest,” 
investors still regard their brokers 
with the confidence usually reserved 
for their doctors and lawyers. 
Unfortunately, too often this confi- 
dence is misplaced. 

Who’s at fault here? In part, of 
course, the brokerage business may 
well be at fault. Since they earn the 
greater part of their total compensa- 
tion from the volume of business they 
generate, commissions can often 
lead greedy brokers away from their 
client’s investment objectives. 

In their defense, brokers protest 
they’re caught in a “damned if we 
do, damned if we don’t” situation. If 
a broker’s advice is taken, an investor 
who suffers a loss will scream “Why 
did you advise me to take such a 
course of action?” As a result, the 


investor may ignore the broker’s next 
bit of advice, and the customer may 
again end up with a loser. His 
complaint, then, say the brokers is 
“Why didn’t you convince me of 
your advice?” 

Transferring the blame to the 
client, however, usually doesn’t hold 
water in court. Brokers are, after all, 
well-paid—not only for their transac- 
tions but for their interactions with a 
client. But, the best protection from 
abuse a client can give himself is to 
keep an eagle eye on his broker’s 
performance. Pick a broker with 
whom you feel comfortable. 

If you get stuck with a lemon, 
however, do something about it. 
Here is a list of where to direct your 
complaints: 


National Association of Security 
Dealers 

1735:K St.,. N.W. 

Washington, DC 20006 


American Stock Exchange 
86 Trinity Place 
New York, NY 10006 


You may also find that public 
documents can be valuable reference 
sources. Here are a few places to find 
them: 

Public reference section 

Office of Records and Service 

Securities & Exchange Commis- 

sion 

Washington, DC 20549 


The National Investment Library 
80 Wall St. 
New York, NY 10005 


Securities Report Service 
Commerce Clearing House, Inc. 
1120 Avenue of the Americas 
New York, NY 10036 
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Do you want to operate a Pinball Game on 34 Krupecs? 
62 Cruzerios? 29 Francs? 4, 350 Lira?. . .Tokens are the 
answer. Coin Acceptors and Slide Chutes are easily ad- 
justed for Token Operation. Bill Changers can be quickly 
modified for virtually any size Token, and the number of 
Tokens dispensed can be set for any quantity. 


It is important to allow a margin of size difference from 
the coins in use in any country, to prevent slugging. Pro- 
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KAPORTING ? Tokens are The Answer! 





viding the proper Token is selected, Coin Mechs can be 
set to eliminate slugging completely. 

If you are exporting new or used equipment, you owe it 
to yourself and to your customers to consider Tokens and 
all of the advantages they offer. 

Catalogue and assorted samples are available on request. 
Phone (606) 255-5990, or write Van Brook of Lexington, 
Inc., P.O. Box 5044, Lexington, Ky. 40555. 
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By Roger C. Sharpe 


A few favorites 





The summer season is winding 
down, and for many the woes of the 
gasoline shortage have helped rede- 
fine peak times for certain locations. 
June to September was always 
considered a rather soft time for 
pinball machines; most companies 
even going on vacation, shutting 
down in order to get the energy back 
for the big fall push. 

This year, however, although 
attitudes may not have changed, the 
fact remains that many of the inner 
city locations have enjoyed a rebirth 
thanks to the gas shortage and the 
less mobile nature of most people. 
No one is going too far away from 
home, depending on what area of 
the country they are living in and the 
accessibility ot gasoline. What this 
portends for the future, when fuel 
shortages become a more consistent 
occurrence, remains to be seen, but 
the summer trend toward growth 
outside the city may now have to be 
re-evaluated to allow people the 
chance to get to the games, let alone 
to play them. 

What was normally the case was 


that this time of year was an 
opportunity for all manufacturers to 
move some filler equipment so you 
were sure to come across some 
unknown company and one of their 
products—usually a foreign manu- 
facturer (though not this year as the 
majors have firmed up their market 
shares). 

If anything, this is the summer 
which will be remembered for the 
incredible success of Flash and the 
re-establishment of Williams in the 
marketplace. Other standout 
achievements will be the acceptance, 
if not need, for the wide-body pinball 
machine, with this year supplying the 
chance for all of the majors, except 
Stern (as of this writing), to establish 
at least one wide-body for their 
arsenals. Beyond this is the aware- 
ness that this year less foreign games 
found a home on these shores. 

But since foreign equipment is still 
a viable alternative, the pieces can’t 
and won't be ignored in this column 
as time goes on. In fact, due to the 
theme of this month’s issue, the 
majority of games reviewed will be 


from afar 


from across the Atlantic. 


Zaccaria’s FUTURE WORLD 

Not to be confused with Strange, 
Lost, New, or Third, or any of the 
other World games (even World 
Cup), comes this four-player, solid 
state effort from a fairly fertile Italian 
manufacturer. 


PLAYFIELD: The action starts out 
with a two post and saucer kick-out 
hole at the top of the field. Move 
down and there are three thumper 
bumpers flanked on the right side by 
three targets and the left side by a 
long kicking rubber that is part of a 
left side drop target bank featuring 
five obvious drop targets and a sixth 
target netted behind the center drop 
target. On the right side across from 
this is a short rollover button lane that 
tops an area that also has a saucer 
kick-out hole just below the access 
point. The left side is a long six 
rollover button arc for shots back to 
the top, or those that roll down this 
way. The bottom is a Zaccaria 
variation on the standard Gottlieb 


Roger’s Ratings At-A-Glance 


Zaccaria’s FUTURE WORLD 


## Inder’s SCREECH 


HHL), 


Gottlieb’s TOTEM 
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(Italian bottom of wire lanes and 
flippers). This company opens up the 
wire form and adds a post for some 
nudging possibilities on out-lane 
balls. 

ANALYSIS: The play on Future 
World is unfortunately not powerful 
enough off the flippers, and is also 
unbalanced, with too much emphasis 
on the left side and not enough on 
the right side. But the biggest 
problem this manufacturer has ‘faced 
on most of its recent efforts lies in the 
power off the flippers. Compared to 
the new domestic models, it is like 
night-and-day, and only detracts 
from whatever merit the games do 
have. More unfortunately, here, 
most of the shots are long away from 
the flippers. There is some nice play 
possible to the drop targets or even 
the right side kick-out hole, but the 
top becomes a dead issue, and that 
set of posts and the saucer kick-out 
hole loom useless. 

GRAPHICS: Though it is fairly 
clean and decent, the Zaccaria 
artwork hasn’t really caught up to the 
intricacy many of its competitors 
show in 1979. The use of color is soft 
on the eye, and the space theme 
works, but is less than outstanding 
and does not compare to the likes of 
a Stellar Wars. And I can’t for the life 
of me understand the stein of beer 
drawn in between the lst and 2nd 
player readouts. 

PLAY: With 5X a possibility, the 
scoring potential on Future World is 
adequate by today’s standards. For 
three-ball free play, go with a 
150,000 start, followed by 300,000 
points and 450,000. Lower this by 
about 30,000 to 50,000 points for 
each limit on extra ball play. On 
five-ball, you can increase the levels 
by this same amount, again depend- 
ing upon the caliber of play in the 
particular location. 


RATING: ## 


Zaccaria’s QUEEN’S CASTLE 
Remember scoring drums and 
black numbers on white background? 
Well, obviously Zaccaria does, be- 
cause they feature the dying breed 


Mali 


The Henry W. T. Mali & Co. Inc. 
25/ Park Ave. South 

New York, NY 10010 

(212) 475 4960 

Toll Free: (800) 223 6468 


with this new electro-mechanical 
effort (and a single-player to boot). 

PLAYFIELD: Once again, we 
have another saucer kick-out hole to 
start the action, this time better 
flanked and closed in, similar to such 
Williams’ games as Triple Strike. 
Move down a bit to two thumper 
bumpers and a roundabout on the 
right top. At the top left is a short 
access, back to the top, with a valued 
rollover button. 

The center is taken up with a 
spinner and post set-up that is fairly 
head-on and the sides offer five 
targets each that is almost hidden 
from view when playing. Down a bit 
and a first set of flippers is in evidence 
on either side. Move to the bottom 
and it’s the Zaccaria variation again 
with flippers and wire lanes along 
with the opening and post possibili- 
ties. 

ANALYSIS: This really isn’t too 
bad a game with its seven-digit 
scoring. The problems stem from a 
situation similar to the way most 
people design their living spaces the 
same way: they take all their 
belongings and put everything 
against the walls, leaving the center 
fairly open. The imaginative quirks 
available by just angling things is left 
out, unfortunately. The game does 


have some good play possibilities, 


although the steepness with which 
the side targets are set can leave the 
player not really in the position to 
know what he has gotten and what 
remains to be hit. The flippers are 
stronger than on other Zaccaria 
pieces and the build-up of action 
always noted on single-player games 
is a definite plus. And, last but not 
least, is the 10X potential on the 
field, which can really get the scoring 
up to unrealistic limits. 

GRAPHICS: Queen’s Castle is a 
nice looking game, not remarkable 
by any stretch of the imagination, but 
a good blending of subtle tones and a 
pretty-as-a-peacock playfield (with 
the latter a dominant part of the 
board’s artwork). It’s a return to 
basics, and for this reviewer, 
achieves the desired effect much 
better than Future World. 


PLAY: The scoring is going to be 
grand on any scale, and for five-ball 
play, which is a must here, try the 
following limits for extra ball areas: 
500,000 points to start, followed by 
800,000 and 1,200,000 points. On 
free play you may want to up this by 
about 100,000 points to each limit 
depending upon location and play- 
ers. 


RATING: ##1/4 


Inder’s SCREECH 

This Spanish company keeps 
churning them out, most with a 
Gottlieb influence, although this 
four-player effort does come through 
with a bit of a different personality. 

PLAYFIELD: Four lanes at the 
top begin with the action and lead 
down to a three thumper bumper 
middle. There’s an access back to the 
top at the left side and two short 
kick-back kickers at both the right 
and left sides. Move down and there 
are two drop target banks on both 
sides with four color-keyed drop 
targets and a fifth behind the drop 
targets. Also behind the lower target 
(the red one) are two captive balls, 
with Inder doing much to economize 
space. Two more targets on either 
side finish off the board before one 
gets down to a double lane set up to 
the flippers. . 

ANALYSIS: Inder, as many 
Spanish manufacturers, offers much 
more to most playfields than initially 
meets the eye. The best example of 
this is its multiple use of a standard 
drop target bank and the other 
features it builds into this space. 
Here, with a fairly symmetrical 
board, Screech offers some good 
play, but the death of the game is a 
weak, wide open center that may 
mean sporadic play that’s far too 
precise for domestic tastes. This is 
especially true when you add the 
increased slope of the playfields from 
these manufacturers. The flipper 
power is adequate, but not nearly as 
good as it should and must be to 
work on a machine of this type where 
the shots are relatively far away. But 
the nice touch is the fuller use of the 


Billiard Cloth 


Style &820—Plain, Style 920—Backed 


Fabrics developed specifically for 


coin-operated tables. 
Available through your distributor. 
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drop targets, something foreign 
manufacturers do with abandon. 

GRAPHICS: Lots of yellow— 
that’s what you'll find with Screech— 
along with a backglass that shows 
God-only-knows what; maybe a 
witch or fortune teller. The playfield 
is blandly colored with no _ real 
unifying theme, just splashes of 
color. 

PLAY: Screech offers some de- 
cent scoring potential, but you may 
want to try some realistic limits on 
three-ball, free play of about 
180,000 to start, followed by 
360,000 and 500,000 points. Lower 
this by about 30,000 to 50,000 
points for extra ball play. And on 
five-ball play go up by about 20,000 
te 50,000 points for some reachable 
imits. 


RATING: ##1/ 


Gottlieb’s TOTEM 

The newest from Gottlieb features 
a new and different sound system 
and some interesting features and 
play, as well as a motif of a truly 
native American. 

PLAYFIELD: Totem is something 
borrowed and modified from other 
Gottlieb machines with a top four 
lane set (A-B-C-D) and a three 
rollover button right side lane that 
conjures up memories of Dragon. 
Two thumper bumpers are at the 
middle of the field just below the top 
lanes and are almost enclosed with a 
right side bull’s-eye target, gate to or 
from the bumper area to the rollover 
lane (a la Solar Ride). 

Move down to three sets of two 
drop targets each that Have some 
openings in between that may mean 
a drain for some players. The targets 
are keyed into the top lanes for extra 
bonus values and multipliers as well 
as bull’s-eye targets behind the drop 
targets (remember the Inder game?). 
The left side is a long vari-target shot 
for bonus multiplier, while on the 
right side sits a difficult to reach 
kick-out hole. The bottom is a 
change of pace, with a kicker and 
flipper at the right and a double lane 
set at the left. 

ANALYSIS: This is a game that 
has come under some adverse 
comments from a variety of sources, 
but don’t write the machine off if it 
starts a bit slow. There are some 
good shots to be made and high 
scoring to be had with some good 
bonus multipliers and a countdown 
feature at a 20,000 point out-hole 
bonus level in the right side kick-out 
hole. 

Most of the problems stem from 
the fact that there may be too many 
possible drains on the game: from 
the right side rollover lane if the ball 
bounces a bit at the bottom before 
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getting down to the flippers; from the 
left side vari-target, which can be 
adjusted just like Dragon with that 
lower side rubber post; and lastly, 
with the ball coming down from the 
thumper bumpers toward the flippers 
(or, most often, between the flip- 
pers). 

Because of the necessary precision 
inherent in the design of the game, 
Totem may turn off some players. 
But for the skilled flipperer, the shots 
are there and so is the play, although 
it may not be as swift as one would 
like. It may feel a bit heavy at times. 
When the ball is hitting off the 
bumpers or even when the player is 
making shots from the flippers, it’s 
almost as if the game is just missing, 
or on a slight delay—but once you 
adjust to this, the required skill factor 
is more than enough compensation. 

GRAPHICS: Totem has artwork 
which may not tie in with the new 
sound, but it features a basic, strong 
figure much like the games during 
the time of Golden Arrow and, | feel, 
a much better direction than the 
token futuristic figures found on 
Solar Ride and even Pinball Pool. It 
is good, basic pinball art with nothing 
fancy or overpowering—a Gottlieb 
trait which has become a company 
trademark and tradition, more than 
anything else. 

PLAY: On three-ball, extra ball 
play you may want to be a bit liberal 
on the game and start with 100,000 
points, followed by 200,000 and 
350,000 points. On free play you 
can increase each limit by about 
50,000 to 80,000 points. When it 
comes to five-ball play start with 
about 220,000 points and follow it 
with 380,000 and 560,000 depend- 
ing, of course, upon the players at 
the location and any feedback you 
may get. 


RATING: ### 


That’s it for this time around. Next 
time, a word on the wide-bodied (as 
well as “supersize”) games and some 
other good stuff. Also a follow up on 
Sharpshooter with some hoped-for 
feedback from any and all of you. 
And until next month, let me revel 
in the fact that the Cubs are once 
again in the penant race (I wear my 
T-shirt even when they lose, though 
be it infrequently). And, of course, 
the White Sox continue to astound 
those who thought Seattle could 
overtake them—if only K.C. and 
Minnesota could continue losing, 
who knows, they may be a third 
place team yet. But it’s off to Wrigley 
Field. And so I sign off, as usual...be 
well and prosper. 
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The Looking 
Glass 


[Editor’s note: Roger Sharpe here reviews his own game, Sharpshooter. 
Although he discusses the playfield and graphics, and offers an analysis 
and a view of its play in the usual Sharpe manner, he leaves the rating of 
the game to his audience. It is his expressed desire that those who attend 
his column every month will offer their own ratings of Sharpshooter. 
Responses to the game can be directed to Roger Sharpe at PLAY 


METER. | 





Game Plan’s SHARPSHOOTER 


PLAYFIELD: The action begins 
with three lanes at the top (S-H-A) 
and leads down to two thumper 
bumpers and two bull’s-eye targets at 
the top left. This is followed by three 
lanes just beneath (50,000 points— 
R-P). The right side offers some 
balance with a kick-out hole that 
controls bonus multiplier and multi- 
ple values for scoring, and there’s a 
five rollover button loop lane. Also 
on the right side is a spinner lane for 
access back to the top of the field. 

Move to the center of the board 
and there’s an angled set of seven 
drop targets with the bank spelling 
out S-H-O-O-T-E-R. The bottom 
comes next with a variation on a 
theme. There are two thumper 
bumpers on the right side and a 
conventional wire lane and flipper on 
the left. 

ANALYSIS: Sharpshooter offers 
a full memory of features throughout 
the game tied into bonus multiplier, 
drop targets, and the lanes. Landing 
in the kick-out hole or hitting down 
the drop target bank increases bonus 
multiplier, while spelling out the 
lanes lights the extra ball feature. 
Also included is a continually lit 
90,000 point lane which has access 
from the top or from the bottom right 


flipper on a steep shot. And to really 
get to the major point of the design: 
Sharpshooter is a refinement of two 
games from the glorious past, its 
primary influence coming from a 
Gottlieb golden oldie, Free Fall, or 
from Sky Jump, depending upon 
free play or add-a-ball version, and 
Williams’ Satin Doll with its bottom 
thumper bumpers. 

GRAPHICS: It is a harkening back 
to “High Noon” and the old west 
with the Gary Cooper figure taking 
on a strong resemblance to yours 
truly. Other figures are also real life 
visages in a colorful glass that shows 
the Molentin touch. 

PLAY: Sharpshooter features the 
first million light indicator of the 
electronic era, and has the scoring 
potential for three-ball play to be set 
for extra ball areas at 180,000 points 
to start, followed by 360,000 and 
600,000 points. For free play you 
may want to increase these limits by 
about 50,000 points each, while 
five-ball play can sustain itself at 
about 100,000 points more at each 
level. And one final word has to do 
with the sound. It is an integrated 
sound that works into the theme of 
the game. Hear it and you'll see what 
I mean. 
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Hey, 
good buddy 


Midway’s new offering, 18 Wheel- 
er, features Big Wheel steering 
apparatus, gear shift knob, massive 
foot pedals that operate the hammer 
accelerator and air brake stop, and a 
strikingly attractive cabinet. 

The game offers a test of skill and 
reaction intended to challenge even 
the professional driver. The player 
presses the start button, shifts into 
first gear, hits the Hammer, and the 
18 Wheeler is on its way. The object 
is to keep the truck on the road, pick 
up loads, and make time. A shift into 
second and third gear at appropriate 
M.P.H. creates faster action, more 
speed and the opportunity to score 
more points. The game _ requires 
agility and coordination: while the 
left hand steers the big wheel, the 
right hand operates the gear shift, 
and the right foot works the hammer 
and the air brake. 

The light-up mode indicates warn- 
ings and directions to the player. 
When the truck goes off course, “Off 
The Road” flashes on the screen, a 
crash sound is heard, and the vehicle 
falters. The player must then down 
shift, accelerate, and get back on the 


road. 

Additionally, 18 Wheeler presents 
a full range of sound, a colorful 
roadside panorama, and simulated 
loading docks along the route. 

Game time is adjustable from sixty 
to ninety seconds in ten second 
increments. Extended play is award- 
ed for scoring 6,000 through 20,000 
points depending upon the game 
time adjustment. High score of the 
day is posted, and a special skill 
attract mode starts the game working 
after delay in use to invite more play. 
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Familiar 
strains 


Exciting new multi-mode sounds 
are the focal point of Totem, the 
current 4-player solid state flipper 
from Gottlieb. 

The new sound concept includes 
two alternative selections, arcade 
sounds and melodic tunes-and- 
tones. The electronic arcade sounds 
follow a science fiction motif and 
their mod structure and contempo- 
rary feel are designated for family 
oriented locations. The tunes range 
from identifiable melodies to short 
bursts of attention-getting song clus- 
ters which highlight coin insertion, 
game starts, scoring, and the end of 
the game. 

Another sound feature of the new 
Gottlieb pin is the “attract” mode. 
With this device in action, there is a 
random playing of a special tune 
after the game has been idle for six 
minutes. 

Totem sports three head-on pairs 
of drop targets and a curving upper 
left lane leading to Gottlieb’s Vari- 
Target. The player will find a number 
of variations in scoring possibilities, 
including A-B-C-D rollovers in com- 
bination with the drop targets. The 
targets can lead to a score of 
100,000 points, if, following their 
accomplishment the player runs the 
ball into the special kick-out hole. 
Various positions of the Vari-Target 
also yield high scores. The bull’s-eye 
target can produce an extra ball. 

The Totem backglass art predict- 
ably depicts a regal and determined 
Indian in full war regalia against a 
backdrop of native American artifacts 
and symbolism. 
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Accident 
prone 


The challenge of a road race 
amidst the dangers of a destruction 
derby is the essence of excitement in 
the new Exidy video, Crash. 

Crash is the latest offering in the 
driving game field and centers 
around head-on collision possibilities 
that force the driver to use caution as 
he attempts to drive an effective race 
by piling up points as he moves his 
computerized car over special speed 
dots. 

Computerized cars block the 
racers path as exciting Crash sounds 
enhance the activity. 

The player must also use the 
accelerated speed button while he 
attempts to avoid crashes by switch- 
ing lanes. 

The Exidy video also offers a daily 
high score display and an optional 
“Beat This Score” read-out. 

Crash is designed to be operator- 
adjustable as to coinage and plays. 








Complimentary 
music 


Max, the first phonograph in 
Rock-Ola’s 1980 line, is now on 
display at distributor showrooms. 

The new compact 160 presents 
microprocessor play and profit fea- 
tures and a compact cabinet mea- 
suring 341% inches wide. 

Max includes random compli- 
mentary play, the “Hit Tracker,” and 
the “Profit Setter.” According to 
Rock-Ola distributors, these three 
features on Rock-Ola’s Model 478 
Mystic have proven to be especially 
effective in stimulating added play 
and profit. 

Random complimentary play can 
be set by the operator to randomly 
select a record at varying times within 
a 10 to 30 minute or 20 to 60 minute 
sequence after the last record has 
been played. 

Rock-Ola’s “Profit Setter’ gives 
the operator flexibility in program- 
ming each phonograph for a combi- 
nation of the best price and the most 
effective time sequence of random 
complimentary play. A bank of 
twenty-four tiny switches enables the 
operator to make the desired 
changes quickly. 

The “Hit Tracker’ contains a 
computerized memory bank that will 
instantly tell the operator what’s hot 
and what’s not. Hit Tracker will 
display exactly how many times (up 
to 999) each selection has been 
played, starting with either the most 
played or the least played record. 

Faster, simpler, more reliable 
record selection is accomplished on 
Max through use of the new 
“Opto-Sensor” selector. A tiny beam 
of light combined with microproces- 
sors speed up record selection time 
and simplify service. 
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COUNT COINS FAST 


Coin Sorter with 
» Automatic Coin 
Feeder sorts, stacks, 
counts coins; does 
ond an hour’s work in 
10 minutes. 
e Cuts tedious hand 
work 
e Sorts up to 500 
coins per minute 
e Speeds roll-wrapping 
~ . COMPLETE $89.90 
' 3-year guarantee on 
= entire unit. Write for 
Sax "» details or order now 
for 2 week free trial 


NADEX INDUSTRIES INC. 


DEPT. 17426 
220 Delaware Ave. Buffalo, NY 14202 





































FOR SALE: Bally Bingos. Late models and older. 
Many reconditioned as new. Qualified buyers call 
614/653-7886. 


FOR SALE: Established route—pin, music, pool, foos 
and solid state games. Route has 2 shopping area 
arcades under contract. Price $350,000. Write to 
AMUSEMENT DIV., P.O. Box 21138, Chattanooga, TN 
37421. 


FREE CATALOG AND SAMPLES SHOWING VENDING 
machine labels, truck signs and badges. SETON 
NAME PLATE CORP., 2050 Boulevard, New Haven, 
CT 06505. Tel. 203/772-2520. 


WORLD WIDE EXPORTERS HAVE FOR SALE USED 
and new Bally Bingos, Bally Slot Machines, Flippers, 
Bowlers [new], Genuine Bally spare parts. Contact 
WILMS DISTRIBUTING CO., 87 Boomse Steenweg, 
2630 Aartselaar, Belgium. Tel. 031/876800, Telex 31888. 


Over 300 PINBALL and 
ARCADE machines 
TO CLEAR 
Excellent condition 
Taken from our own 
Family Amusement Centers 


WRITE FOR PRICE LIST 


ARCADE AMUSEMENT INC 
331 Deslauriers, Dept. PM5 
St. Laurent, Que. H4N 1W2 

Tel. 514/336-2716 


SPACE INVADERS OWNERS: Add color to your black 
and white, reflected screen display. Proven cash box 
increase. Simple installation [20 minutes], complete 
instructions. Color modification kit for two games 
$23.95 including postage. REAND RESOURCES, P.O. 
Box 2508, Mission Viejo, CA $2690 
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WANTED: Seeburg “R”, “J", “AY”, & “Q", LPC-1, 


LPC-480, Electra, Showcases, LS-1, LS-2, LS-3, 
Starfire, STD-1&2, USC-1&1, Shoot the Bear, all 
parts. Also, Rowe MM1-6, TR1&2 Rowe, R-74 Rowe, 
Rock-Ola 442, 444, 446, 448 450, 454, 460, Wurlitzer 
1015, 1050, 3700, 7500 jukeboxes, or any other 
phonographs. Bally's Joker's Wild, Twin Joker, 
8-Ball, Midway's Wheels 1&2 [need not be in working 
order, just all parts], Atari's Indy 8, Super Bug, 
Football. Backglasses for Gottlieb, Spin-A-Card, & 
Midway's Deluxe Baseball. NSM Prestige 160, 
Prestige “E”, Century 21, any Valley pool tables or 
bumper pool tables. Also, 7 foot slate for United 
Billiards pool tables or whole tables. Midway 
Laguana Racer [upright], Midway Racer #11 [small 
wheels]. Call or write: TAYLOR SALES, 2208 
Deschaumes, Houston, TX 77026. Tel. 713/222-7747. 


<» SLOT MACHINES 
Sse - Wanted 
Sas Want to Buy Antique Slot Machines 


am) in Any Condition — Also buying 
a “, Cases, Parts, Mechanisms & Literature. 


ne 


eA . : . : 
)\ We will buy foreign denominations as 
‘| long as machines were American made. 


Commissions Paid For Successful Leads 
Call or Write Today 
R.P. Amusements 
Box 68696 / Seattle, WA 98188- 
1-206-941-4880 


Kiddie rides: Used rides for sale. Completely 
refurbished and ready for location. Excellent condi- 
tion. Horses, stagecoaches, etc. $250 each. Write or 
call. Box 8301 Greenville, SC 29604. Tel. 803/233-5134. 


FOR SALE 


Reconditioned 


T.V. GAMES 
Space Wars 
LeMans 

ATARI Football 
Sea Wolf 
Robot Bowler 
Space Invaders 
M-79 Ambush 


FOOSBALLS 
POOL TABLES 
ROCK-OLA 470 





WE HAVE A LARGE SELECTION OF NEW & USED 
arcade equipment. Also jukes, pool tables, shuffles 
& cigarettes. We deliver & accept trades. COIN 
MACHINE DISTRIBUTORS, INC., 213 N. Division St., 
Peekskill, NY 10566. Tel. 914/737-5050. 


WANTED: Used pool tables $350 or less. Pinball $250 
or less. Send inventory lists and prices. Will pay cash. 
Write Box 8301, Greenville, S.C. 29604. 


SCHOOL FOR GAMES & MUSIC one to three week 
courses. Phonos-videos, electromech, and logic 
flippers. By schematics! CAL'S COIN COLLEGE, P.O. 
Box 810, Nicoma Park, Oklahoma 73066. Tel. 
405/769-5343. 


WANTED! 
Experienced Mechanic 
For 
Jukeboxes ® Pins 


Slots ¢ Arcades 
We are expanding 
and need help! 
Excellent pay 
Call Linda 213/836-8920 


WANTED TO BUY: 25 pinball and video games. Seller 
must finance at the down payment. Tel. 904/265-3882. 
Darrel McGuire. 


FOR SALE: Ticker Tapes, Blue Chips, Wall Streets, 
Stock Markets, and Mystic Gates. Also Sweet 
Shawnees, Super Jumbos, Big Threes, Blue Spots, 
Mountain Climbers, and OK games. Antique slots for 
legal areas. Call WASSICK NOVELTY, Morgantown, 
WVA. Tel. 304/292-3791. 


PIN GAMES 
Strikes & Spares 
Power Play 

8-Ball 

Stars 

Sinbad 

Airborne Avenger 
Space Riders 
Capt. Fantastic 
Space Mission 
Supersonic 

Joker Poker 
Playboy 

Lost World 

Mata Hari 

Evel Knievel 

Six Million Dollar Man 


MAKE OFFER 
Call NJ 201-729-9195 





WANTED: Instruction cards for the following games: 


Bally Beach Time, Cypress Gardens, Sun Valley. 
There are 3 cards per set. Write stating quantity & 
price. Dept. AG-1, c/o PLAY METER Magazine, P.O. 
Box 24170, New Orleans, La. 70184. 


TENDERS FOR SUPPLY OF: 30 minute video 


Projection units; 30 minute V.H.S. units; video tapes; 
1 only color T.V. 25-inch. P.O. Box 67, Mannum 5238, 
Southern Australia. All offers considered and no U. S. 
closing date. 


FOR SALE 


BINGOS 
6 Bali 
11 Stockmarkets 
2 Tickertapes 
3 Wallstreets 
2 Blue Chips 
3 High Flyers 
3 Nashvilles 
11 Nashvilles, New 
3 Miss America 78 
10 Miss America 79, New 
5 Silversails 
2 Golden Gates 
2 Lidos 
2 Cypress Gardens 
2 Ballerina 
1 Bounty 
22 Big Shows 
8 Key Wests 
5 Broadways 
2 Shoot A Lines 
3 Night Clubs 
2 Miami Beach 
3 Gayetys 
1 Variety 
4 Parades 
3 Sea Islands 
3 Carnival Queens 
2 Touchdowns 


ATARI 
Football 
Video Pinballs 
Etc 


GREMLIN 
Head On 


FLIPPERS ELECTRONICS 
Bally Evil Knievel 
Mata Hari 

Power Play 

8 Bally 

Playboys 

Six Million Dollar Man 
Super Sonic 

Gottlieb Cleopatra 
Joker Poker 

Charleys Angels 

Close Encounters 
Countdowns 

Williams Flash 


Phoenix 

Hot Tip 

World Cup 

Pokerino 

Stern Elec. Hot Hand 
Trident 

Bally Kiss 

Bally Star Trek 


FLIPPERS HOME STYLES 
G. Top Cards 
Playballs 

Spin Outs 

High Hands 

Sky Jumps 

Pro Footballs 

Etc. 

Williams Big Deal 
Aztecs 

Grand Prixs 
Space Missions 
Etc. 


UPRIGHTS 

K. Wild Arrows 

B. Del. Gold Cups 
B. Super Jumbo 
T.V. 21 


JUKEBOXES 
Wurlitzer 

AMI 

Rock-Ola 

Seeburg 

Used All Types 
Perfect For Homes 


SLOT MACHINES 

B. 3 Line Play 

New and Used 

B. 5 Line Play 

Used 

B. Super Contintentals New 


ANTIQUE SLOTS 
70. Mills 

Jennings Segas 
FOB New Jersey 
For Home Mkt. 


UNITED STATES AMUSEMENTS, INCORPORATED 
2 WEST NORTHFIELD ROAD 
LIVINGSTON, NEW JERSEY 07039 
(201) 992-7813 
Cable address: Princecharming —Livingston, New Jersey 
Telex #139315 Prince Lvon. 
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MILLS-JENNINGS 
OF OHIO, INC. 
271 East 156th St., 
Cleveland, OH 44110 
216/486-7412 


Distributors for: 

A-1 Supply Inc.—Reno, NV 
TJM Corp.—Jennings, IL Corp 
New & Used 
Draw Pokers, Kenos, 
Black Jacks, Jennings Single 
Multiple 25-cent credit only 
slot machines 
ALL NEW 
Million Dollar Dice Double Up 
Free Play Machine 
Mills & Jennings Antique 
Slot Machines (large variety) 


FOR PRICES 
CALL OR WRITE 


FOR SALE: Close Encounters $1025, Lost World $1125, 
Strikes & Spares $895, Eight Ball $975, Six Million 
Dollar Man $1195, Playboy $1275, Mata Hari $975, 
Night Rider [S.S.] $700, Liberty Bell 2pl. $495, Disco 
Fever $1065, Aristocrat [S.S.] bowler $1225, Pompeii 
[S.S.] bowler $1375, Wild Fire $1095, Stars $865, 
Nugent $1150, Dracula $1225, Airborne Avengers $475, 
Atarians $375, Space Rider $775, Middle Earth $750, 
Fandango $225, Sea Wolf Il $1150, Top Gun 
[unshopped] $195, Dogpatch $725, Wheels $300, Fire 
Chief [unshopped] $150, Super Breakout $1100, 
Avalanche $795, Canyon Bomber $695, Orbit $695, 
LeMans $750, Super Bug $1075, Sky Diver $695, Ultra 
Tank $650, Smokey Joe $895, Fire Truck $1125, Sprint | 
$875, Breakout $665, Destroyer $750, Outlaw $250, 
Football $1275, Triple Hunt three changing shooting 
games in one unit—extended model $495— compact 
model $425, M-79 Ambush 2 pl. streamlined model 
$775, 3 D Bowling $525, Space Wars $1125, Foxy Lady 
cocktail table pinball $1050, Bi Plane $150, Desert 
Patrol $695, Bazooka $395, Take Five cocktail table 
pinball $665, Daytona 500 $495, Circus $395, Robot 
Bowl $625, Depth Charge $625, Strike $325, Hunt Club 
2 pl. shotgun [unshopped] $225, Flying Fortress 
[unshopped] $325, Bimbo brand new $525, Foosball 
pine planked—brand new in original crate $495, 
Foosball mirrored model $365, Puffin Billy $825, Swing 
Boat $995, Veteran Car [old time car] $675, Kiddie Car 
$475. Write or call. NEW ORLEANS NOVELTY 
COMPANY, 1055 Dryades, New Orleans, La. 70113. 
Tel.: 504/529-7321. 


WANTED 
Mature, experienced mechanic 
for coin-op music amusement 
route in north Texas. Qualifi- 
cations will determine salary. 
Call or write Jack or David 
Bock at: 


LONE STAR AMUSEMENT 
1008 Jacksboro Hwy. 
Wichita Falls, TX 76301 
817/767-0661 
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AVAILABLE PLAYMATIC SPARE PARTS FOR ALL 


electromechanical and solid stage games. Also, all The following games, just off location, will be sold first come first 


served. Terms are half down balance C.O.D. ALL GAMES TO BE 


SEGA parts for Periscope, Grand Prix, Moto Champ, 
Attack, Grand National, Astrodata Computer, Sea 


SOLD AT D.R.A. LOW BOOK. Over 150 flippers in stock. 


Devil, etc. Call or write: UNIVERSE AFFILIATED : «“ ” 

INT'L. INC., P.O. Box 97, Roselle, NJ 07203. Tel. Capt. Fantastic......... $495 300 OT ee re eT 365 
201/245-4222. Kickoff ere rick ae eae 450 IOs nck ciweeeors eee eee 400 
Old Chicago :s<.5646d4s%6: aye Buttery ois ccd cee ees aoe 

7 Bow & Arrow............ 375: PYOSPGCtOl «i6i« sess exeax 
NEW! BELITA Aladdins Castle.......... 350 Super Straight........... 475 
Card Whiz si ccs cassie A000 ‘Mars Trek. scesessieuene 465 
LIGHTWEIGHT PORTABLE Past Draws c6obsscedneees S10 “PZ. oie en ensewed voles 425 
COIN COUNTER SCE SPIN cass os ohewarenaaes 475. “Grand Prik:: vies devedens 475 
Jungle Queen............ 475 Pat Hand ... 22... cesses. 350 
Super Soccer............ 345 Space Mission........... 425 
Surf Champ... . 606.4066 %: 425 ‘CIPCUS cise ottee iment ,.. 450 
Target Alpha............ 439: Combaticcsicccsecwceeca 450 

Top Speed 46.00 osaaw esses 400 


NEW! BELITA 


LIGHTWEIGHT PORTABLE 
COIN COUNTER 


Manual or Electric 


° automatic stop 

° innexpensive 

®° coin tray support 
* bag holder 

° fast 

° only 9 pounds 

° long lasting 


NEW Butcher Block Foosball Tables in cartons. 


Coin-Op....$349 


Home Model....$249 


ABILITY GAMES DISTRIBUTING 
6803 S.E. Foster Rd. ¢ Portland, OR 97206 ¢ 503/771-4748 


WE FIX WILLIAMS, BALLY AND STERN ELECTRONIC 
flipper boards and sale Irving Kaye Pool Tables. Tel. 
704/735-2959, Lincolnton, NC 28092. 


THE OPPORTUNITY EXISTS FOR THE RIGHT 
COMPANY TO BECOME A DISTRIBUTOR FOR ONE 
OF THE FASTEST GROWING MANUFACTURERS IN 
COIN-OPERATED-AMUSEMENT RIDES TODAY - 
UTEC. New areas for distribution are being slated to 
open now. We are seeking representation in all areas 
of potential contribution. All inquiries will be 
reviewed and acknowledged by UTEC, INC., 
Formerly United Tool & Engraving, 2770 Highland 
Ave., Cincinnati, OH 45212. Tel. 513/531-2800. 


AUTO PHOTO, COIN OPE- 
RATED AUTOMATIC PHOTO 
machines. We buy and sell. We 
offer chemicals, photo paper 
and all parts. Shipments made 
same day orders are received. 


New customers may make their 
first call collect. Best prices 
guaranteed. 


HANNA MFG. CORP. 
Waterville, N.Y. 13480 
Tel. 315/841-4112 





R.H. BELAM CO., INC. 
51 Madison Ave., 
New York, N.Y. 10010 
212/689-5633 





We welcome export business on 


SWEET SHAWNEE, ALL NEW, SOLID STATE. HOLD & our coin-operated amusement machines 


DRAW, exclusive new BONUS FEATURE, full 
operator controls, built-in self test. Beautiful solid 
wood cabinet, 4" plexiglas. FINEST PRICE ANY- 
WHERE. Proven High Profits. MERIT INDUSTRIES, 
630 Woodland Ave., Cheltenham, PA 19012. Tel. 
215/379-1000. 


For over 35 years, World Wide Distributors Co. has 
specialized in supplying operators around the world. 
We ship only the world’s finest late model used 
electro-mechanical and solid state flipper pinball and 
video games, thoroughly reconditioned, or as 
is—clean, complete. (Our “as is” games are often as 
good as “reconditioned” from some of our 
competitors!) Low prices, too! 


SATISFACTION GUARANTEED 
IN ALL WAYS...ALWAYS! 


TALK 
IS CHEAP 
in PLAY METER 
Classified 


Do you want to buy equipment? 
Or sell equipment? Or hire a 
mechanic? Or find a new job? Or 
hire someone? PLAY METER 
CLASSIFIED is the inexpensive 
way to get your message across 
to thousands of operators. Only 
35 cents per word for a regular 
ad or $12.00 per column inch 
for display. Send copy to P.O. 
Box 24170, New Orleans, La. 
70184 or call (504) 282-0261. 


Ask about our Solid State Sound Unit installation: it 
updates electro-mechanical pinballs for greater 
Return on Investment. Also suppliers of phono- 
graphs and vending machines. Special low prices 
for container shipments. 


FLIPPER 


GAMES 
$395 and up 


WEE RLD WIDE distributors co._ 


avs 
° aa @ | A DIV OF AMERICAN RECREATION GROUP 


2730 W. FULLERTON AVE., CHICAGO, IL 60647 
Phone: 312/384-2300 ® Cable: GAMES-CHICAGO 
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in...Bulletin...Bulletin...Bulletin...Bulletin...Bulletin...Bi 


News Briefs 








beh bear Tournament Soccer, in conjunction with Alca Electronics, has announced 

its plans for this year's British and European championships. The British 
championship finals will be held in London February 9-10, climaxing the usual 
TS series of location playoffs. Then, on April 26-27 in Birmingham, the 25,000 
pound ($50,000) European championships will take place......... ce ee ee ce eee 


pee ae An Atari reorganization is in progress. Don Osborne has been moved to 
national sales manager and Sue Elliott will take over as international sales 
manager. Meanwhile, Frank Ballouz has been appointed director of marketing for 
the California video Manvl actu rec e's a Su S50 e oS We RS oon SEK Se RES eee S CRD 


3 ates Eli Ross Distributors of Miami, Florida has been placed into a Chapter 11 
bankruptcy. While the company structures a way to pay its creditors, it will be 
allowed to continue doing business under the present organization. The Jack- 
sonville office of Eli Ross is not affected by the-Chapter 1]... ..isk<sedseaed cs 


wie Marie Bally has expanded its operation in Denmark with the takeover of Dansk 
Grammofon Automat A/S of Copenhagen. The company, which will remain in business 
under the same name and leadership, is an inn, cafe, and bar operation.......... 


oceania Chuck Williams will be the instructor when Cinematronics opens a series 

of service schools for distributor technicians. Cinematronics recently ac- 
quired the patent rights to the vectorbeam principle and will be helping tech- 
nicians to understand and repair the system better through these schools to be 
offered at Lieberman Music in Minneapolis, Empire in Chicago and Detroit, and 
Cleveland ‘Coin and Monroe: in Cleveland <i scsk ww utea oe ae 68 48 055 OER wed ON eae RS 


iat. tis And in Lockland, Ohio, the political war rages on: Councilman Jim Brown and 
his democratic colleagues took advantage of the absence of two republican coun- 
cilman to override a mayoral veto and legalize coin-operated pool tables for 

the city. But locations anxious to get a head start on the market were taken 
aback shortly thereafter when it was announced that Mayor Thomas Mooney's veto 
would stand. The technicality? Two-thirds of elected council members and not 
two-thirds of those present at a meeting are required to override a mayoral 
veto. Mooney and Brown are the opposing candidates in this fall's Locklan 


\ 


mayoral election...... ee eee eee ee ee ee ee ee ee ee ee eee ee ee eee er a ere ean 
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e The head-on CRASH 
youve been waiting for °¢ Daily high score display 
e The challenge of a road race ® Accelerated-speed button 
e The excitement of Destruction Derby © Switch lanes to avoid crashes 
¢ Score points by driving over speed dots °¢ Optional BEAT THIS SCORE feature 
¢ Computer-controlled cars oppose players © Operator-adjustable coinage and plays 


Exciting sounds 


=a 


THERE ARE MANY FOLLOWERS 
BUT ONLY ONE LEADER 





Bally has consistently been 1st in all surveys taken by the major 
industry trade publications. First with players and first with 
operators. Bally has dominated most surveys by holding the 
majority of the games listed. No other manufacturer can make 
idalismenrcliaer 














- This popularity means profits and fun at any level. Players 
“look” for Bally games, operators “ask” for Bally games and 
distributors “buy” Bally games. 


Bally, The Popularity Leader. 


This is just (o)alsne)manl-]a\Aelm =i<]i\’acuialale)’s-]elealse-lalenee)aiealelelelelars 
to the world of pinball. Bally is diligently working to improve and 
advance the amusement industry for your enjoyment and profit. 


ST-lIDVA\UFclalelic onde lalale m@xelaelele-leleln 
2640 West Belmont Avenue 

(Oi alror-\e(ommlifiale)i-mo@lolis) 

Phone: (312) 267-6060 

Telex: 253076 


makes the games people play 


